HIS month The ZZ 
Feed Bag begins its LZ, 
eighth year of ser- LEA 

vice. Most of the prob- Z 
lems which beset the 
trade in 1925 continue y A 

elieve we have helpe 
some retailers toa Ly, 
pleasant and profitable Bes 
business. That The Feed ZT APN) 
Bag has been well re- ny, A) EMMY 
ceived is attested by the J 
steadily increasing num- VY 
ber of readers and the 
loyalty of its advertisers. E 
But our task is still un- 
finished and so we pledge = 
greater devotion to your 4 ds = ——s 
service throughout the 
new year. = 
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MAE ship what we sell. This has always been a 


Froedtert slogan and, backed by resources and 
responsibility which have been growing for over 60 years, 
it means more today than ever before. Hundreds of sat- 
isfied customers buy their feed and grain from Froedtert 
knowing they will get what they want when they want 
it and at lowest available quotations made possible by 
the sharing of costs between three divisions — malting, 
grain and feed. It will pay you to call or wire Froedtert 


at either Milwaukee or Minneapolis whenever you are 


in the market. 


FROEDTERT GRAIN MALTING 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 
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Car” 


Shipments will make for 
Greater Profit 1932 


PURE 


WHEAT BRAN 


MINIMUM CRUDE PROTEIN 
MINIMUM CRUDE FAT 
MAXIMUM CRUDE FIBRE 
CARBOHYDRATES 


a MANUFACTURED BY 


COMMANDER-LARABEE. 


3 MINNEAPOLIS, MINNESOTA 
PURE BRAN 


14.0% 
4.0% 
11.7% 
62.0% 


A 


HIS year insure yourself a greater 

margin of profit by availing your- 
self of the Commander-Larabee ‘Profit 
Car” plan of buying. 


The Commander-Larabee Corporation 
is prepared to ship—out of Minneapolis, 
Kansas City or Buffalo, whichever is 
closest to you—mixed cars of Flour, 
Wheat Mill Feeds, Wheat Bran, Wheat 
Middlings, Red Dog and 37% Protein 
Old Processed Linseed Meal. 


By concentrating your purchases you 
save considerable money. One order— 
one car to unload—one bill to pay. 


And Commander-Larabee products, 
both Flour and Feeds, have ready ac- 
ceptance by the public and are known 
for their high standard of quality. 


Many dealers find it exceedingly profit- 
able to use the Commander- Larabee 
“Profit Car” plan. We believe that 
you will, too. 


Commander-Larabee Corp. 


Minneapolis 


Kansas City 
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A week-end “abroad’’.. 
at one day’s cost! 


* How’s for a week-end at one of Europe’s famous 
spas? You’d like it? Then come over to French Lick— 
it’s like a different world! Our wooded hills shut out 
your everyday existence, and instead fill your day with 
gaiety—and sports—and very smart people. 


* You can turn yourself loose on our championship 
golf course ... or whack a tennis ball across our clean, 
bright courts. You can ramble over green-leafed 
hills . . . or pick a smooth-gaited Kentucky thorough- 
bred for an hour’s canter. 


+ And in the evening ... music, dancing, entertain- 
ment... tables of bridge, or what game do you like? 


* Come! Rest...relax. Drink our wonderful cura- 
tive waters. Sink deep in the baths of Pluto, Bowles 
and Proserpine Spring waters. Go back to town ready 
to lick that knosty problem! 


# We’re so close, you know—just a few hours, and 
you’re here. And the cost—no more than you’d drop 
over a week-end in town. Here, figure with us. 


¢@ Say, you arrive Saturday in time for evening din- 
ner; you are billed for just one-half day Saturday. 
Then if your plans take you away after the noon meal 
Sunday, the charge again is for only one-half day. 
There you are—a Saturday and Sunday week-end at 
French Lick with just one day’s expense. We’d like 
to have you stay longer, but then—you’ll soon be back. 


Summer Rate Schedule . . Now in Effect 


Meals and Room Meals and Room 
with lavatory and toilet with bath 
Per Day....$6.00 .. $7.00 Per Day....$8.00 .. $10.00 .. $12.00 
Per Week ..39.50 .. 46.00 Per Week..52.50 .. 66.00.. 79.00 
10 Days....52.50 .. 62.50 10 Days....70.00 . 90.00 .. 110.00 
2 Weeks....72.00 .. 84.00 2 Weeks....96.00 .. 120.00 .. 144.00 


All rooms are outside rooms. Variation in price is for 
location and appointments only. Meals the same for 
all rates. Minimum charge for one-half day. Children 
under eight—one-half rate. 


French Lick Springs Hotel 


T. D. TAGGART, : H. J. FAWCETT, 


‘‘Be Patriotic—spend your vacation in the United States” 


DIAMOND 


CORN 


GLUTEN MEAL 


is rapidly gaining popularity as an ingredient 
of starting, growing and laying mashes. In 
1931 far more mixers of poultry feeds used 
Diamond for this purpose than in 1930, 
and the first half of 1932 shows a continued 
increase. 

This growing popularity of Diamond for 
poultry mashes has real reasons behind it: 


1. Diamond gives the mash Vitamin A 
potency. (Proven by test at University of 
Illinois.) 

2. Diamond has about 85% Total Digest- 
ible Nutrients (considerably more than meat 
scraps or fish meal.) 

3. Diamond often runs less than 2% fibre. 

4. New evidence that an excess of minerals 
is dangerous to poultry has caused mixers to 
supply more protein from vegetable sources. 


* * * 


Rations containing Diamond will grow 
strong birds quickly and keep hens laying 
consistently. Register your own formulas to 
include this ingredient. 


40% Protein Guaranteed 


PRODUCTS 


BEWERAL OFFIGES-WEW.YORK 


For detailed information ask our salesman 
or write 
RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 


17 Battery Place, New York City 
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What about it, 
Dealer? 


@ After two and one-half 


years of down markets— 
starting from the peak, we 
finally hit bottom. 


NOW, from scratch, we 


have started the long slow 


climb back up. 


Let’s go together—we'll 
do more than our share 


A cesdy Farms to help smooth the road 


Milling Company 
Chicago, Illinois 


for you. 
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Poisoned Grist From Portable Mill 
Kills Farmer's Dairy Herd 


Machine Used for Grinding Red Lead 


INE dead cows, the loss of a 

calf and a bull, no means of 
income from milk for two 
months, a distracted farmer with health 
impaired from worry and loss of sleep— 
These are the calamities left in the 
trail of a portable mill which ground 
corn on George Hill’s farm, six miles 
east of Janesville, Wis. ; 


Here are the facts in the case ob- © 


tained by a member of The Feed Bag 
staff in an interview with Mr. Hill on 
his own farm and from the records of 
the state livestock sanitation depart- 
ment, Madison, Wis. 

August Wilke, Janesville, Wis., oper- 
ator of a portable mill furnished by 
the Portable Milling Co., Des Moines, 
Ia., used the machine to grind cakes 
of red lead for a Janesville junk dealer. 
After completing the job he drove to 
George Hill’s farm and ground a batch 
of cob corn which Mr. Hill fed to his 
dairy herd. 

Three days later one of Mr. Hill’s 
prize cows doubled up in her stanchion, 
frothed at the mouth and bellowed fur- 
iously. She died after several hours 
of agony. 

Another animal developed the same 
symptoms on the following day and 
was lost. Mr. Hill was baffled. He 
summoned a veterinarian and called the 
Wisconsin livestock sanitation depart- 
ment. Two more animals died while 
the veterinarians were enroute to the 
farm. 

The state men went to work. They 
examined the dead animals and found 
traces of poisoning. The pastures were 
combed: samples from a mow of alfalfa 
hay were analyzed; the water supply 
was closely examined. Meanwhile, cow 
after cow writhed in agony and passed 
away. As the last of a herd of 11 dairy 
animals struggled in the throes of death, 
the source of the poison was discovered. 

Mixed with the ground corn were 
particles of the red lead which the por- 
table had ground for the junk dealer 
before coming to the Hill farm. The 
state department in a subsequent letter, 


signed by W. Wisnicky, director of live- 
stock sanitation, analyzed the cause of 
the animals’ death as follows: 

“The state hygienic laboratory reports 
that the material found in the ground 
feed contained lead, and that it prob- 
ably was impure lead. Examination 


OR his own good, every farmer 
will be interested in reading this 
article about how 11 head of 

cattle were killed by poisoned grist 
from a portable mill. Post this page 
on your bulletin board or mail a 
copy of the article to each one of 
your customers. The Feed Bag will 
be glad to supply reprints of this 
page to interested dealers at $3.50 
for 500 copies or $4.50 for 1,000 
copies, f. o. b. Milwaukee. Send 
check with your order and we will 
pay the postage. Prompt action is 
necessary to get the benefit of these 
low prices. 


also showed lead in the stomach con- 
tents. From the history, clinical mani- 
festations and laboratory findings, it is 
our opinion that this man’s losses were 
produced by lead poisoning and that 
the lead was found in the ground feed 
which Mr. Hill was feeding to his 
cattle.” 

Mr. Hill consulted a lawyer ‘and suit 
was brought against the Portable Mill- 
ing Co. The insurance company in 
which the firm was insured settled for 
$1,100. 

This amount was only a drop in the 
bucket compared to the damages he 
suffered, Mr. Hill said. It cost him 
more than the sum received from the 
insurance company to replace his herd, 
attorney’s Fees were $150.00, veterinary 
expenses amounted to $48.00. Added to 
these items was the cost of time in- 
volved in traveling about the country 
to find new dairy animals and the loss 
of income from the milk which would 
have been produced by the original 
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herd. 

Mr. Hill’s milk checks before his 
herd was wiped out averaged $110.00 a 
month. Two months elapsed before 
another herd was obtained so that Mr. 
Hill could again market dairy products. 

Mr. Hill further stated that his pres- 
ent herd is not as good as the first and 
that his income. will be considerably 
reduced until production can be built 
up to the former level. 

Shock and worry over the loss have 
left the farmer a broken man. He had 
just returned from a week’s convales- 
cence in a hospital when a member of 
The Feed Bag statt visited him. 

Mr. Hill stands as an example of 
the dangers a farmer is courting when 
he patronizes portable mills. The neg- 
ligence of the portable mill operator in 
failing to remove the poison lead from 
the machine before grinding on the 
farm, plainly indicates irresponsibility. 

In addition to endangering livestock 
by poisoning, portables are also a dan- 
gerous fire hazard. Reports of losses 
of farm buildings continue to reach The 
Feed Bag from all sections of the coun- 
try. 

A portable mill was recently grinding 
corn on the Louis Claussen farm, two 
miles southwest of Secor, Ill. The 
motor backfired and the machine burst 
into flames. Only the quick action of 
the farmer who hitched his tractor to 
the flaming mill and pulled it into the 
open, saved the farm buildings. Numer- 
ous other cases, many of them resulting 
in the loss of barns and other build- 
ings, have been reported in past issues 
of The Feed Bag. 

Mr. Hill’s costly experience and the 
sad losses of others who have been 
victims of portable mills should be an 
example to farmers who are now per- 
mitting these machines to operate on 
their premises. It should convince them 
that it pays to stand by their station- 
ary mill operator who is in business to 
stay and who can be depended upon 
to give safe, convenient and reliable 
service. 
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Iowa Millers Launch Plans 
For Mutual Insurance 


N enthusiastic meeting of the 
A Northeastern Iowa Millers asso- 
ciation decided to push plans for 
organization of a mutual millers and 
feed dealers’ fire insurance company 
by authorizing its board of directors to 
solicit support for the new company 
among the members of the association 
and other feed dealers and millers oper- 
ating in Jowa. 
The meeting was held in the beautiful 
Fayette county court house, West 
Union, Ia., Sunday afternoon, July 24, 


with President E. C. Heinmiller, New 
Hampton mill, New Hampton, presid- 
ing and Secretary A. W. Appleton, 
Osage, on hand to record the proceed- 
ings. 

The plan to organize a mutual fire 
insurance company was presented by 
President Heinmiller and R. J. Sulli- 
van, New Hampton attorney, who is 
a director of two Iowa mutual insur- 
ance companies at the present time. 
They explained that the Iowa law re- 
quires that a new mutual insurance 


BAGS 


BAG FACTORIES ... COTTON MILL ... BLEACHERY 


ments. 


much better time. 


perform.” 


TALK AsoutT Bacs! 


(Quoted from Customers’ Letters) 


‘‘We believe that if we were in the bag 
business we would design and manu- 
facture a suitable ribbon as a reward 
of merit for the handling of these ship- 


‘‘Had the three cars been handled by 
express, they could not have made 


railroad boys entitled to a pat on the 
back for their handling, but you are 
also entitled to something better than 
that for your ability to get them to 


WERTHAN 


Bag Corporation 


Not only are the 


NASHVILLE 
NEW ORLEANS 
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company have at least 125 applications 
for policies and a surplus of at least 
$2,500 to be deposited with the state 
at the time it receives its charter and 
begins to function. 

To accumulate this surplus, the 
Northeastern Iowa Millers association 
proposes that at least 100 of its mem- 
bers loan the new insurance company 
$25.00 each in addition to agreeing to 
take out policies on both their mills or 
feed stores and dwellings. For the 
first year, it is proposed to limit the 
size of any policy to be issued on any 
mill to a maximum of $1,000 and every 
dealer present at the West Union 
meeting agreed to make the $25.00 loan 
and also to make application for poli- 
cies. 

David K. Steenbergh, Milwaukee, 
managing editor of The Feed Bag, of- 
ficial publication of the Northeastern 
Iowa Millers association, urged that 
more attention be paid to the aggres- 
sive merchandising of feeds and allied 
products in connection with the opera- 
tion of grist mills. 

He pointed out that many dealers 
were making considerable money hand- 
ling sidelines such as cod liver oil, fly 
spray, fertilizer, oyster shells, etc., and 
that it was important for the feed man 
of each community to carry a complete 
and diversified line if he wished to 
properly serve the feeders of the com- 
munity and gain a reasonable profit 
for himself. Following his address, Mr. 
Steenbergh answered many questions 
on various feed merchandising problems. 

The meeting then adjourned and the 
board of directors held an informal get- 
together at the home of George Wiest, 
West Union miller, before joining with 
the other members and their wives for 
a picnic supper on the river bank. 


J. AUSTIN BRANDT, secretary and 
treasurer of the Paxton Flour & Feed 
Co., Harrisburg, Pa., died at his home 
July 6. He was 62 years old. 


L. C. NEWSOME, feed jobber, Min- 
neapolis, with offices in several cities, 
recently spent a vacation at his camp 
on Cass lake in northern Minnesota. Af- 
ter returning to Minneapolis for a few 
days he left on a motor trip to Pitts- 
burgh, accompanied by Mrs. Newsome. 


SOAP AS A SIDELINE 

The Iowa Milling Co., Cedar Rapids, 
is new manufacturing laundry soap 
which it is distributing under the firm 
name of the Sterling Soap Co. The 
firm went into the soap business as a 
sideline to its feed operations in order 
to have an outlet for the soy bean oil 
it produces in connection with the man- 
ufacture of soy bean oil meal. The soap 
is marketed under the trade name Royal 
and has a pure vegetable oil base. Joe 
Sinaiko is president of the Iowa Mill- 
ing Co., and Max Albert is chemist in 
charge of the soap manufacturing oper- 
ations. 
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Customers Bring 
Their Troubles 


To Wertz & Shaw 


Feed 


VER fertile hills topped with 

golden sheafs of grain, through 

valleys green with second growth 
alfalfa and bumper crops of ear corn, 
country roads lead to the feed estab- 
lishment operated by Wertz & Shaw, 
Union, I. 

Farm wagons and trucks ply fre- 
quently over these roads returning 
from the thriving rural center with 
feeds for their chickens and dairy ani- 
mals. The dust in the Wertz & Shaw 
mill hardly has time to settle. It is 
one establishment that proudly claims 
it has not felt the depression. 

Bus:-ness Is Good 

“Business,” said Eugene Shaw, who 
was doing double duty while his part- 
ner, William G. Wertz, vacationed in 
California, “is good, and you can be- 
lieve it or not.” 

There was no reason to doubt his 
word. An hour's visit at the mill, ob- 
serving the numerous customers driving 
to the warehouse doors for feeds and 
the bustle of the workers as they toiled 
amid the industrious hum of machinery 
to fill the orders, was sufficient to con- 
vince even the most skeptical. 

“The reason why we are so busy and 
have been able to maintain our volume 
of business,” explained Mr. Shaw, “is 
due to the fact that the farmers in our 
territory take their cows and chickens 
seriously. Although the income from 
milk and eggs has been reduced, feed 
prices have also declined and the dairy- 
man and poultry keeper who follows a 
careful feeding program can still make 
a good profit. 

“We have made it our business to 
help the farmer make money by recom- 
mending the proper kind of feed for his 
particular requirements,” continued Mr. 
Shaw. “We realize that we cannot ex- 
pect to profit if our customers cannot 


Plant 


do more than break even on the rations 
we sell them.” 

Because of the interest they have 
taken in the welfare of the farmers 
Wertz & Shaw have gained the con- 
fidence of their trading area. Their 
hours at the mill are only a part of the 
day’s work. Farmers often call the 
two partners at their homes and re- 
quest them to help them with prob- 
lems they have encountered with their 
dairy herd or poultry flock. Two or 
three customers may often be seen sit- 
ting on the platform at the mill early 
in the morning waiting for the doors 
to open. 

Wertz & Shaw favor the plan of go- 
ing on a cash basis although they have 
not, to date, taken the step. They 
maintain that in order to make the plan 
successful all dealers in a trading area 
should adopt it and absolutely refuse 
to grant credit to anyone. 

Freeze Olid Accounts 


The two partners are now operating 
on a system of restricted credit. No 
farmer is permitted to increase the pres- 
ent figures of his account. He is re- 
cuested to reduce his old balance be- 
fore he is given additional credit and 
the amount of the balance paid on past 
due bills must be greater than the 
amount of additional credit extended. 

“In due time,” explains Mr. Shaw, 
“we will receive payment on our old 
accounts and will still be able to held 
the business of the customer. We be- 
lieve a cash basis is the best method 
of doing business but it must be adopt- 
ed 100 per cent by all the dealers serv- 
ing a given territory before it can be 
successful.” 

The feed grinding and mixing de- 
partment of the Wertz & Shaw mill 
is the busiest section of the establish- 
ment. A 24-inch  Sprout-Waldron 
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The Wertz & Shaw feed plant shown 
above is a mecca for farmers who come to 
discuss feed problems with the friendly 
owners and purchase their needs. At the 
left is C. W. Shaw, one of the partners, and 
his two hustling sons, Eugene and Elmer. 
William G. Wertz, the other partner was 
spending a vacation in California when 
these photographs were taken. 
grinder and a Burton feed mixer are 
operated. The firm mixes its own poul- 
try and dairy rations and also does 
custom work. Sales of poultry feeds 
averaged more than three and one-half 
tons a day during the first six months 
of 1932. The price charged is $2.00 
per 100 pounds. 

When a farmer brings his own in- 
gredients to be mixed into the feeds 
the ration is sold to him at the total 
retail price of the other necessary in- 
gredients furnished by the mill. Cus- 
tomers are thereby permitted to cut 
down the cost of the feed by using 
their home grown grains. The mill, 
at the same time, gets its regular profits 
on the ingredients which it supplies. 

Four portable grinders are operating 
in the territory but despite their ef- 
forts to get the business the Wertz & 
Shaw mill hums on merrily. Prices 
charged at the stationary mill are 12 
cents a hundred ior corn on the cob, 
10 cents for oats, and 8 cents for bar- 
ley. The portable prices are similar 
in most cases. 


Recommends Full Stocks 


Commercial feeds, oyster shells, cod 
liver oil, meat scraps, fertilizer and 
other sidelines are handled by the firm. 

“In order to make a success of hand- 
ling side lines in the feed business,” 
says Mr. Shaw, “a dealer must always 
carry a complete stock. He cannot ex- 
pect to build up a good trade in these 
items if he waits until he receives a 
request for them before he places an 
order with the manufacturer.” 

Only one medium of advertising is 
used by the firm and the results have 
been gratifying. Every issue of the 
“Marengo Store News”, a free circu- 
lation paper issued by independent mer- 
chants, carries a Wertz & Shaw classi- 

(Continued on Page Twenty-eight) 
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Mr. Walker, vice president, Arcady Farms 
Milling Co., Chicago, delivered the address 

ublished herewith at the recent Central 

etail Feed association convention at Mil- 
waukee. 


switching of thousands of feed 

dealers in this country from old 

time credit methods to cash in the 
last few years stands out as the great- 
est advancement in the distributing field 
of this business in its history and is 
the biggest contribution to its continu- 
ance and growth for the future not 
only for the dealer but also for the feed- 
er and the manufacturer. It has kept the 
average of failures in our industry far be- 
low that of most other lines. The deal- 
ers of this association who really started 
this snowball rolling cannot realize its 
growth and present size. 


Six Success Rules 

Here are six of the simplest rules to 
follow in making the cash plan a suc- 
cess: 1. Treat all customers alike; 2. 
Make no exceptions to the cash rule; 
3. Do not allow cash discount to any 
customer; 4. One price to all; 5. If you 
change over from credit to cash, send 
out letters to customers and prospects 
announcing cash plans; 6. Take time to 
tell every customer that comes into 
your place the advantage and saving 
you make him through the use of the 
cash plan. 

Samples of letters and announce- 
ments such as you would like to use 
are easy to obtain through your sec- 
retary’s office or from old copies of 
The Feed Bag. 

I am not going to go into detail 
about cash operation. I consider that 
unnecessary. Your association, through 
The Feed Bag, has consistently shown 
you such details—actual cases each one, 
where success after success is illustrated 
and plan after plan is detailed to you. 
I believe one of the most successful 
plans in selling on cash is to issue week- 
ly quotations to your prospects and 
customers. The experience of one of 
the largest, if not the largest cash feed 
dealer in the state of Ohio on this mat- 
ter was that in sending out approxi- 
mately 1,000 price lists weekly, he was 
figuring those price lists on a cash 
basis and he was setting the price at 
which his competing dealers. who were 
selling on credit, had to sell. 


1: is my personal opinion that the 


Page Ten 


How to 


Operate 


Successtul 
Feed Business 


On Cash Plan 


By W. D. Walker 


Any change to cash involves a loss 
of business and in this particular in- 
stance, this company lost many of its 
largest and best customers. After three 
months, these customers are coming 
back because competitors are getting 
tired of letting these people carry the 
price sheets from the cash dealer into 
their stores and requesting them to 
meet the prices. 

I believe a special of some sort must 
be used each week, even though that 
special involves a sale for one day or 
two days or for one week on a particu- 
lar feed at cost price. The use of a 
quotation sheet in the mails gives you 
an excellent chance to feature such a 
special and this plan has been used 
with success in a great many places 
and has been used successfully by the 
greatest merchandising organizations in 
the country. 

You cannot do business these days as 
you did ten or 20 years ago. You must 
keep up with the procession or lose 
step. Old time methods and old time 
businesses have lost step and are fall- 
ing by the wayside. The papers each 
day bring you these reports and facts. 
Abnormal times such as we are now 
experiencing call for abnormal plans 
and methods to keep our heads above 
water until the flood of trouble engulf- 
ing us and our country starts to sub- 
side. 

What is against cash? Probably—1. 
Habit; 2. A desire not to change meth- 
ods under present conditions; 3. An 
inability to change, owing to competi- 
tion. 

We cannot disagree that in certain 
cases facts and good arguments can be 
advanced to show the necessity of con- 
tinuing on some sort of a credit basis. 


Credit Information 


Your banker today gives you prob- 
ably the best example of a conserva- 
tive credit manager. But you think 
he is enly a banker with no competi- 
tion (which is quite true, in fact, in 
many towns these days) and that you 
cannot do as he does for that reason. 
Perhaps not, but you can follow him 
up to a certain point. Did you ever 
see a farmer’s balance sheet or ask him 
for one when he wanted to get credit 
from you as your banker asks you for 
your balance sheet if you are asking 
him for credit these days? 

The best and biggest stores in busi- 
ness in the country get such balance 
sheets or statements on individuals or 
on companies. 

am sure many of you think that 
such a plan is too extreme and is im- 
practical and that you would lose all 
of your business if you went after such 
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information. Whether that is true or 
not, the only other plan for you to oper- 
ate on then is a limited, sensible credit 
plan, based on your setting a credit 
maximum for each customer from what 
you know of him personally or from 
what you can find out about him, and, 
by the Almighty! stick to that max- 
imum. In nine cases out of ten he will 
respect you for doing this. 
Bad Credit a Drawback 

Perhaps it is a good plan to post up 
a draft on your bulletin board, showing 
that you pay cash for a car of feed. In 
doing this you impress on the feeder 
that your money is already spent when 
you are giving him credit on this car. 
You make credit seem more real to 
him. 

Improper control of your credit will 
keep your business or any business 
which rightfully belongs in the profit 
class in the non-profit class. The feed 
dealer who properly handles his credit 
problems is in a position to give his 
customers the best seryice at reason- 
able costs, thereby insuring a steady 
volume of profitable business. 

Feed dealers have been accustomed to 
extending credit too liberally to every 
customer. This is of course an inherit- 
ance from the olden times when the in- 
dustry was located in small towns and 
each customer was a steady user and 
was personally and socially known to 
the merchant. 

Reasonable, fair credit wisely and 
fairly handled is most assuredly neces- 
sary, in the building up of not only the 
feed business but our present economic 
structure, and so handled, may continue 
to be its salvation. 


Collection Problems 

A series of three or four letters or 
telephone calls seem to be still the best 
basis for fair and friendly collection. 
Another plan is allowing credit to reach 
the maximum point and then turning 
that customer over to a cash basis to 
keep his business and reduce his credit 
account with him by collecting a few 
dollars at the time of each cash sale. 

There are only three kinds of expen- 
ditures—investment, necessities and lux- 
uries. Many feeders fail to realize that 
they get greater returns by investing 
their money. Money spent for feed is 
an investment. It pays profits. 

Purchasers make regular payments on 
many luxuries because they have a defi- 
nite contract which they know must be 
fulfilled. They seem to forget that a 
large part of their cash comes from the 
feed they purchased from the dealer. It 
is squarely up to the dealer to remind 
this type of customer the importance 
of paying his bills. 


a. 
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After more than ten months of 
heavy egg production this hen is 
in strong, vigorous, healthy con- 
dition—and she’s still shelling 
out the eggs. Nopco XX Cod 
Liver Oil, reinforced and stand- 
ardized in Vitamin D, has been 
included regularly in her mash. 
You can bet that after this 
favorable and profitable experi- 
ence her owner will start his 
pullets this fall on a laying mash 
which contains the recommend- 
ed amount of Nopco XX Cod 
Liver Oil as a source of Vita- 
min D. 


will help you gain many 


new MASH CUSTOMERS 


URING the next few weeks several million pullets 

will go into laying quarters. Each community has 

its quota of pullets ready to pay their owners a return on 

the rearing investment—if properly fed. This is 
YOUR opportunity for new mash business. 

Nopco XX in your mashes will bring you new users 
and satisfy the old ones. It has a national reputation 
among poultrymen as an economical, standard, and de- 
pendable source of the Vitamin D which is absolutely 
essential for egg production. A constantly increasing 
number of poultrymen feed Nopco XX the year ’round. 
You can mix it in your mashes cheaper than the poultry- 
man can buy cod liver oil in small lots and mix it at 
home. At the same time you will save the poultryman 
a bothersome chore. Use this fact to get mash business. 


Nopco XX Cod Liver Oil carries a concentration of 
natural Vitamin D made possible by the patented Co- 
lumbia University Process which is licensed exclusively 
to us. Nopco XX also contains an abundance of Vita- 
min A. Heavy egg production, strong egg shell forma- 
tion and flock health depend largely upon adequate 
Vitamin D in the ration. When fed as recommended 
Nopco XX provides adequate Vitamin D with a margin 
of safety to take care of birds with unusually high re- 
quirements. This margin of safety makes Nopco XX 
the most desirable Vitamin D source for feed manu- 
facturers and poultrymen alike. 

Complete details regarding Nopco XX are available 
to any feed manufacturer. Write today. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON, CHICAGO & SAN FRANCISCO — EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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BILL CHAPMAN, Midland Hay & 
Feed Co., foiled the recent heat wave 
by spending his evenings at his lake 
cottage and driving back and forth to 
his offices in the Corn Exchange build- 
ing, Minneapolis. 


NORTHRUP, KING & CO., Minne- 
apolis, recently held a sales meeting 
which was directed by Neil Barrett. 
Among the speakers on the program 
were Vic Jay, National Oil Products 
Co., Chicago, and Gus Ackerman, 
Oyster Shell Products Corp., St. Louis. 


FRANK ROSEKRANS has become 
associated with the Walter Haertel Pro- 
ducts Flour Exchange 
Minneapolis. 


building, 


Crt. 
2427 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

Joe Spivis won the half mile race at 
the farmers’ picnic Sunday afternoon, 
his wife having chased him across the 
field during an argument. 

The Cornhay Ladies Aid society in- 
curred a deficit of $13.26 at its annual 
bazaar, Tillie Hicks having 
kisses at 25 cents each. 

Constable Bunks was considerably re- 


ofiered 


Airplane View of the Cedar Rapids, Iowa, Mill 


They'll keep coming 
back for more 


You know that it’s always good business to sell a customer some- 


thing that will help him make money. 


Every bag of Quaker Feed 


you sell will make a buying friend for your store—and more than 


that, a year-round buyer. 


The Quaker line is complete, with 


special feeds for dairy herds, cattle, hogs and poultry. These feeds, 
prepared from tested formulas, are popular with thousands of 


feeders because they show real results. 


more about this profit line. 
Selling Plan. 


It will pay you to learn 


Just send us a card asking about our 
We'll answer promptly. 


Our stock and poultry ex- 


perts will gladly give information about feeding problems, also. 


Let us hear from you soon. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 


Quaker 


Quaker 


BUY QUAKER FEEDS 


IN STRIPED SACKS 
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lieved after having had his fortune told 
yesterday by a band of gypsies—in fact 
relieved of everything but his trousers. 
Cornhay women folks were consider- 
ably riled during the political conven- 
tions, they having had to take a back 
seat for all the speeches coming over 
the radio. 
* * * 
QUALIFIED 
Contractor: “Do you think you are 
really fit for hard labor?” 

Applicant: “Well, some of the best 
judges in the country have thought so." 
BEING POLITE 

Hostess: “Do you like music?” 
Bored Guest: “Yes, but go right on.” 
EFFICIENCY 
Mother: “Run upstairs and wash your 
face, Bobby. I think grandmother 
wants to take you riding.” 
Dealer's Son: “Hadn't we better find 
out for certain, mother?” 


USUALLY THE CASE 

Dealer Gray: “My bank has reorga- 
nized.” 

Dealer Jones: 
the trouble?” 

Dealer Gray: 
they had more 
itors.” 


“That so. What was 
“They found out that 
executives than depos- 


* * * 


SLOW MOTION 

“Did you have any luck at the races?” 

“Luck! When my horse passed me 
I leaned over the fence and shouted: 
‘They went up that way.’” 

SAD TAIL 

Customs Official: “Anything to de- 
clare, madam?” 

Woman (nervously): 
thing.” 

Customs Official: “Then, madam, ! 
am to take it that the fur tail hanging 
down under your coat is your own.” 

ONE USE FOR BEES 

Dealer: “How is your beckeeping idea 
panning out?” 

Farmer: “Fine. 


“No, 


not a 


We don’t get much 


honey but the bees have stung my 
mother-in-law a couple of times.” 
* * 
CONSOLATION 


There once was a man who saved up 
for the future, 

And stuffed in his stocking, all dough 
he could spare. 

But alas, say a prayer for the poor little 
moocher, 

The future arrived and the man wasn't 
there. 
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Feed Merchant Must Work Closely 
With Farmer Customers 


Eastern Federation Convention Address 


HE farmer and the feed merch- 

ant approach the feed problem 

from different and widely diver- 
gent routes. The farmer looks upon 
feeds as a means of increasing his prof- 
its from his livestock. The feed mer- 
chant approaches the feea problem as 
an outlet for additional tonnage of the 
many products now on the market. 
While both groups are interested in 
the same problem, yet there is a great 
gap between the two and in the light 
of present day trends there may be a 
gradual widening of these differences 
rather than the development of a closer 
relationship between the farmer and the 
feed merchant unless we follow certain 
paths that are appearing on the horizon. 

The average farmer looks upon the 
feed merchant as an indispensible link 
in his everyday plan of operations. I 
am convinced that there is no organized 
movement under way to drive the feed 
merchant out of business and I am like- 
wise convinced that within the next 
decade the independent feed merchant, 
providing he is awake to his oppor- 
tunities, is going to be in a much 
stronger position than he is today. 

You men who are selling our farmers 
feeds have nothing to fear from the 
farm board, the G. L. F. or any farm 
cooperative in the field, providing you 
cater to the farmer in a broad-minded 
way. 

Has Sufficient Credit 

The farmer doesn’t need any greater 
credit extensions than he is getting to- 
day. In fact he already has too much 
credit. I do not believe that you need 
to expand your services to hold your 
farm trade against any honest competi- 
tor, providing you look at the farmer’s 
problem in the same light that he is 
forced to view it. 

I am not asking for any sympathy 
for the farmer and he does not want 
it. All that he asks is a square deal 
and you fellows can help him mater- 
ially without extending him another 
cent’s worth of credit or adding any 
services to what you are providing to- 
day. 

All that I ask of you is to realize 
the position of the farmer today and 
have an understanding of the problems 
he is facing during these uncertain 
times. Agriculture is one of the few 
forms of business in the world that 
must operate on a year around basis. 
You can close down on Saturday noon 
and forget things until Monday morn- 
ing, but not so with the farmer. You 
lay in stocks of feed to hold your busi- 
ness over for a week to 30 days, but 
the farmer is working on a 12 month 
turnover and once the feed is fed to 


By Amos Kirby 


the animal he has little chance to get 
his money back until he sells the animal 
or the calf grows into a mature pro- 
ducing machine. The bag of feed the 
farmer buys from your store today may 
be tied up in a growing animal for 
two years before he has a chance to 
turn it to a profit. Then, after grow- 
ing his livestock for months, he may 
be faced with what you have faced time 
and time again—a falling market with 
its attendant losses. The farmer real- 
izes these odds and is willing to ac- 
cept them as a part of his business risk 
and IT presume he always will, as there 
is nothing that can be done to over- 
come it. 


Farmers Hoeing Hard Row 


If you are having a hard time col- 
tecting bills, don’t blame the farmer. He 
is usually honest and would pay his bills 
if he had the money. On this point 
you men have the best of it. Your 
profits depend to a large extent on a 
service charge of so much per ton. Your 
gross profit may be based on 10 or 20 
per cent of the cost price and you can 
hold your merchandise for your profits 
or unload before the market drops be- 
low the actual cost. But not so with 
the farmer. You may be charging the 
same percentage for overhead that you 
did five years ago, but the farmer is 
taking less for his products than he 
has at any time in the past 30 years 
and he frequently is forced to sell be- 
low the cost of production and when 
he does sell for less than it has cost 
him to produce that crop, he can’t pay 
his bills and you fellows .know it just 
as well as I do. 


You can help the farmer in many 
ways. In the first place I suggest that 
you refrain from knocking the farmer 
cooperative. Give it a helping hand 
even though it may for the time being 
be a competitor with your business. 
Don’t find too much fault with the G. 
L. F. and even the much cussed and 
discussed farm board until you have 
had both sides of the question and until 
you have reached a fair decision as to 
what the farmer is attempting to do 
for himself through these agencies. 

I wonder if you have ever stopped to 
inquire how the first cooperative was 
ever started—how the G. L. F. came 
into being or who first sponsored the 
farm board idea? 

My hunch is that such cooperatives 
as these, including the Dairymen’s 
League, the Land o’ Lakes Creameries 
and scores of other farmer owned co- 
operatives came into existence because 
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some group of dealers failed to render 
the service to the farmer that he had 
a right to expect. I don’t blame the 
farmer for organizing to protect his 
markets and likewise I don’t blame him 
for buying through a cooperative, pro- 
viding the local merchant fails to pro- 
vide the necessary machinery for him to 
buy economically cr sell his products 
at an advantage. 


You who represent the feed trade of 
this country, have during the past 50 
years rendered a great service to the 
farmer in the development of our poul- 
try and dairy industry. I doubt very 
much if the progress made in the cen- 
tralization of the dairy and poultry in- 
dustries in your territory would be at 
its present state had it not been for 
the work that you men have done in 
bringing to the attention of our farmers 
the various feeds now considered so 
essential in the production of eggs, 
poultry and milk products. 


Feed Men Foster Progress 


I am convinced that in many sections 
of the states here represented, it has 
been through the foresight and the initi- 
ative of feed merchants that these types 
of farming have been developed. When 
the grain business moved west, it was 
through the work of such men as you 
that hundreds of dairy herds were es- 
tablished and thousands of laying hens 
were reared to repiace the gap created 
when cheap lands and low priced wheat 
drove the eastern farmer into other 
lines of farming. 

Many of you can recall the cry of 
calamity that went up from a thousand 
hills when the grain industry went on 
the rocks and you came to the rescue 
with dairy and poultry. And on the 
ruins of the old agriculture you have 
built a hundred million dollar feed in- 
dustry. 

“What can you as feed dealers do 
to help the farmer meet this new eco- 
nomic age?” 

You can’t go out and find a new type 
of farming to replace the dairy and the 
poultry industries, nor can you afford 
to stand by and see the farmer driven 
out of business. If the farmer is forced 
out of business in the region which 
you men represent you are lost and 
your investment becomes .worthless. 
While this may be looking too far into 
the future and may be too pessimistic 
to consider just now, let us however 
for a minute stop and take an account 
of stock and see what can be done by 
the farmer and the feed merchant to 
remedy present day conditions. 

I don’t like to admit defeat until I 
am sure that I am licked and I am 

(Continued on Page Twenty) 
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Bucket Elevators Molasses Mixers Pulleys Attrition Mills Vertical Mixers . 


. Oil Mill Machinery 
Will Fall, 


the biggest feeding Season of the year ie 


find you equipped to oii 
mix and grind feed? - 


Shovel 
Seas Vk NEVER was time more opportune for the estab- a= 
Hose eons lished miller or feed dealer to help farmers cut feed : ax 
bills. Chance for profitable action was never greater. XS 


At present machinery prices a modern grinding and 
mixing unit can be installed for a surprisingly small | oe 
investment. Such a unit will increase your concen- Vaan Ferre 
trate sales, add custom grinding and mixing charges ~ 4 
to your revenue, draw local farmers to your mill—all 2 ) 


without much increase in your overhead charges. 


Sprout, Waldron builds America’s most complete line 
of Feed Grinders, Mixers, Corn Cutters, Scalpers and =, 
other Feed Mill equipment. Without cost or obliga- Mi, 
tion we will be glad to give you dependable informa- 
tion and recommendations on such equipment you 
might need to profit most from the Fall feeding sea- 
son. Your request for information will receive our 
most careful attention. 


Sheet Metal Fabrication 


SPROUT, WALDRON & CO., Inc. pot 
1202 SHERMAN ST. War 
MUNCY, PA. : 


Complete Engineering and equipment service for 
: Flour Mills, Feed Mills and Grain Elevators. 


Rotary Cutters 


- THE MONARCH LINE 


Conveyor Trippers V-Belt Drives Dust Collectors Rice Mill Machinery 


Vertical Conveyors Bearings 
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A TURN IN THE The outlook for the feeder and feed dealer is now 
BUSINESS TIDE brighter than it has been any time during the past 
two years. 


Hogs have more than doubled in price since the low point despite the fact 
that 24,255,075 were slaughtered the first half ofthis year. The number in June, 
however, was comparatively small indicating a falling off in supplies and stocks 
of pork throughout the country are smaller than a year ago. At the same time, 
consumption has been increasing steadily. 


Similar advances in beef cattle prices are bringing the producer $400.00 or 
more per carload greater return than three months ago. The slaughter the first 
half of this year was only 3,772,555 head and fewer cattle are being produced 
and fewer finished on the feed lots. The best grades have been selling as high 
as $9.75 and on such cattle there have béen some splendid margins of profit. 


The slaughter of sheep and lambs continues to set new records with a total 
of 9,014,579 for the first six months of this year. Prices have ranged from $5.50 
to $7.50 with only the latter figure allowing the producer a good margin of profit. 
The experts, however, estimate a 10 percent reduction in production and a 35 
per cent reduction in movement for feeding and breeding purposes so the 
record slaughter is not expected to continue. 


Poultry and dairy conditions are also showing some improvement. Egg 
prices are advancing and in many sections have shown gains of 5 to 8 cents per 
dozen. Storage stocks of eggs are about 2,500,000 cases less than a year ago. 
Milk and butter receipts are smaller with higher prices indicated. 


In brief summary, therefore, the livestock market conditions and quotations 
are such that it is possible to feed hogs, cattle and lambs at a profit. Poultry 
and egg prices are higher with further advances indicated for these farm 
products as well as for milk and butter. It is profitable, even today, to feed 
chickens and good cows. All this should be mighty good news for the feed 
dealer—good news to pass on to his farmer customers. 


‘‘The livestock and meat industry is one of the three largest in the country,” 
say the Corn Belt Farm Dailies in a recent bulletin. ‘If steel had made the 
same comeback that this great industry has, the business interests would 
conclude certainly that the worst was passed. Basing such a conclusion on live 
stock is no more far-fetched than it would be to base it on steel.’’ 


— DAvID K. STEENBERGH. 
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Plans Announced for National 
Association Convention 


YDNEY ANDERSON, vice presi- 
dent, General Mills, Inc., Minne- 
apolis, and Peter B. Carey, presi- 
dent, Chicago Board of Trade, will be 
among the speakers at the annual con- 
vention of the Grain & Feed Dealers 
National association, which will be held 
at French Lick, Ind., September 19, 20 
and 21. The organization is rapidly 
completing plans for the program. 
Indianapolis grain dealers under the 
direction of Ed. K. Sheppard, Cleve- 
iand Grain Co., will be hosts 
during the convention an- 


nounce that they will make every effort 
to show their guests a good time. On 
the afternoon of the opening day they 
will sponsor a field day which they 
promise will make a big hit with the 
delegates. An experienced director will 
be in charge and prizes are to be award- 
ed for skill in the various field events 
which are to be scheduled. All who 
attend the convention will be invited 
to participate in the matches. 

In the evening the dealers will again 
be guests of the Indianapolis group at 
a dance. Entertainment features will 


W hy does LOCAL ADVERTISING 


pay far better for some 
dealers than others? 


N advertisement writ- 

ten to sell feed for a 
dealer in Wisconsin may 
sound silly to a farmer in 
Texas. First of all, the 
farmer is interested in 
his own farm—and next, in the farms and condi- 
tions of his near neighbors. 


That’s why the best local advertising shows on 
the face of it that it is prepared with a full un- 
derstanding of local conditions—and that is the 
kind of local advertising we furnish to Wayne 
feed dealers. It talks in local terms. It tells 
about the experiences of feeders in the commun- 
ity of the dealer who uses it. It is attractive— 
and complete—including letters to feeders, fold- 
ers, local newspaper advertisements, store and 
window display material. 


Do you want to do some profitable advertising? 
Our advertising department will help you. We 
will tell you honestly what kind of local adver- 
tising we think you need, even if it starts with a 
can of paint and a brush for the front of your 


store. 
Taik to the Wayne man the next time he calls 


and get the whole story of Wayne Feeds and 
Wayne Service. 


ALLIED MILLS, Inc. 


Executive Offices: Chicago 
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also be presented. 

The annual golf tournament will be 
held on Tuesday afternoon, September 
20. Aside from the main trophy there 
will be many prizes for which golfers 
will be able to compete. No green fees 
will be charged on either of the two 
French Lick courses. 


Following the golf tournament the 
dealers will assemble for the annual 
banquet. Special entertainment features 
wil! be provided and a record crowd 
is expected. 


Rates of one and one-half fare have 
been granted to the association by the 
railroads for trips to the convention and 
return. Those who desire to take ad- 
vantage of the reduction are requested 
to communicate with Charles Quinn, 
secretary, Toledo, Ohio. 

Many dealers within driving distance 
of French Lick are expected to come 
to the convention via automobile. Con- 
crete roads radiate from the resort in 
every direction and are readily access- 
ible from Chicago, St. Louis, Kansas 
City, Cincinnati, Louisville, Milwaukee, 
Peoria, Toledo, Cleveland and other 
markets. 


“T am sure we will have a splendid 
convention,” says Mr. Quinn, who is 
directing arrangements. “This is the 
first time we have ever held a meet- 
ing at a summer or winter resort. Here- 
tofore our conventions were held in 
cities. The French Lick meeting is 
something in the nature of an experi- 
ment and if it proves successful the 
association will in the future hold more 
meetings at such resorts. We extend a 
cordial invitation to all grain and feed 
men to attend.” 


New York Dealers Meet 
August 18 and 19 


Members of the New York State Hay 
& Grain Dealers association will gather 
for their 27th annual convention at the 
Onondaga hotel, Syracuse, N. Y., Au- 
gust 18 and 19. 

An inspirational talk by Joe Whit- 
comb, orator, will open the meeting and 
a discussion on crep reports will fol- 
low. The dealers will then assemble 
for luncheon and in the afternoon will 
hear Norman B. Thomson, representa- 
tive of the United States chamber of 
commerce, tell what’s ahead for busi- 
ness and point the way out of the pres- 
ent economic situation. 

The annual banquet will be held in 
the evening in the roof garden of the 
hotel. James A. Shea, principal of the 
Lincoln high school, Syracuse, will be 
the principal speaker. Music will be 
furnished during the banquet and danc- 
ing will follow. 

“The second day of the convention,” 
reports E. B. Murphy, Syracuse, presi- 
dent of the association, “will be loaded 
with tons and tons of ‘feed’ for every- 
ene. We're sure you'll say that your 
officers have arranged a convention that 
you just can’t afford to miss.” 


Dealers Urged to Keep Poultrymen 
On Sound Feeding Program 


Manufacturers Exhibit at Chick Convention 


EPARTURE from regular feed- 
ing programs which is impair- 
ing the hatchability of eggs and 
the vitality of chicks and tearing down 
the production and body condition of 
poultry flocks was one of the major 
problems facing members of the feed 
industry who exhibited at the annual 
convention of the International Baby 
Chick association in the Milwaukee 
auditorium, Milwaukee, August 1 to 5. 
The exhibitors by word of mouth and 
with specially prepared advertising liter- 
ature, centered their efforts in bringing 
this devitalizing trend to the attention 
of baby chick men and feed dealers. 
Hatcherymen and dealers were urged to 
cooperate closely in demanding that 
flock owners who supply eggs to the 
hatcheries remain on a sound feeding 
program and give their flocks rations 
which contain all of the essentials nec- 
essary to produce highly hatchable eggs 
and which enable the hen to keep in 
good bodily — condition. Warnings 
against the feeding of cheap ingredients 
and unbalanced rations as a means of 
cutting production cost during these de- 
pressed times were issued on every 
hand. 


Allied Staff on Hand 


Allied Mills, Inc., Chicago, was rep- 
resented full force at the convention. 
The firm’s booth under the direction of 
Gus Holland, advertising manager, was 
a beehive of activity. Intermingled 
with a well arranged display of the 
company’s poultry products, was an as- 
semblage of chick boxes which are of- 
fered at cost to customers. The boxes 
carry the design found on the sacks 
of Wayne feeds which the company 
manufactures. 

More stress than ever before is being 
placed upon educational activities, ac- 
cording to Mr. Holland. 

“We are trying to help the feed dealer 
realize the value of getting flock owners 
in his community organized so _ that 
they will place their birds on a sound 
feeding program,” he explained. “Work 
in this direction should start with the 
poultrymen who supply eggs to the 
hatcheries at a premium above the 
market price. Dealers should point out 
the fact that the premium received from 
the baby chick men for good, hatch- 
able eggs is sufficient to pay for the 
cost of reliable, quality feed. 

“Poultrymen who supply hatcheries 
with eggs are usually considered the 
leaders of their communities as chicken 
men. If the dealer can get these key 
users to purchase his line of feeds, 
other flock owners in the community 
will follow their example and the deal- 


er's business will increase.” 

Other members of the Allied Mills 
staff who directed the affairs in con- 
nection with the exhibit included A. G. 
(Chick) Phillips, of the educational 
department; Peter Turner, general sales 
manager, G. F. Cabler, Paul Riley, Fred 
Spurgeon, Don Sheldon and Peck San- 
ford. 

An attractive book entitled “Hatch- 
ery Flock Owner Cooperation,” was dis- 
tributed among the chick men. 

Feature Liver Meal 

Wirt D. Walker, vice-president and 
Rudy Opsal, central sales manager, 
were at the booth of the Arcady Farms 
Milling Co., Chicago, to greet the visit- 
ors and tell them all about their new 
vacuum processed liver meal poultry 
mashes. Samples of the feeds were 
placed front and center in the exhibit. 
Pictures of flocks fed exclusively on 
Arcady Wonder mashes decorated the 
sides and rear of the booth. Mr. Walk- 
er and Mr. Opsal handed pencils and 
caps to the visitors as tokens of good 
will. 

Addition of liver meal to Arcady ra- 
tions, Mr. Walker explains, is a for- 
ward movement in furnishing feeds de- 
veloped to the best degree possible by 
modern knowledge and science. Liver 
meal, it is claimed, enables hens to pro- 
duce eggs with greater fertility and 
hatchability and also increases produc- 
tion. Arcady’s new feeds were an- 
nounced to the trade in April. 

Display Colored Chicks 

An exhibit of colored chicks attracted 
many to the booth of the G. E. Conkey 
Co., Cleveland. A. B. Conkey, vice 
president; R. O. Bates, advertising man- 
ager, and W. T. Stautz, L. W. Pritch- 
ard and Stuart Harrington of the sales 
staff, were in charge. 

A new advertising plan was _ intro- 
duced at the booth. The company of- 
fered a special chick box with a free 
sample of Conkey’s chick mash affixed 
to the center with enough feed con- 
tained in it to supply the chicks for 
three days. Special feed holes were 
cut into the sides of the boxes, enab- 
ling the buyer to punch out the holes 
and convert the box into a_ brooder. 
Printing matter on the package con- 
taining the mash stressed the import- 
ance of placing chicks on a gocd feed 
from the start. 

“Dealers and hatcherymen should 
make a special effort to contact baby 
chick buyers and get them started on 
a proper feeding program,” said Mr. 
Conkey. “When chicks die, the cus- 
tomer places the blame upon the man 
from whom he purchased them or upon 
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the feed he used. He seldom realizes 
that in most cases it is his own fault. 
Dealers and hatcherymen will find their 
efforts well repaid if they will follow 
up the sale of chicks and feed and help 
their customers develop the birds into 
healthy flocks.” 


Hull Makes Debut 


A. newcomer among the exhibitors at 
the International Baby Chick conven- 
tion was the Hull Mills, Markesan, Wis. 
John M. Hull and his son, Gordon, 
proudly announced to the visitors that 
the Lambrecht poultry farm, located a 
short distance outside of Milwaukee and 
one of the largest of its kind in the 
country, was using Hull’s mashes. The 
farm has facilities for 60,000 laying 
kens. 

An electric sign, a new advertising 
idea adopted by the Health Products 
Corp., Newark, N. J., attracted the eyes 
and announced that Clo-Trate, cod liver 
oil concentrate, manufactured by this 
company, was used exclusively in Hull’s 
poultry mashes. 

Marden - Wild Corp., Somerville, 
Mass., distributed free matches to all 
callers. C. L. Smith, Chicago, of the 
sales department, was in charge of the 
exhibit. He announced that the com- 
pany was endeavoring to impress hatch- 
erymen and feed dealers with the im- 
portance of cod liver oil in the produc- 
tion of quantity and quality in eggs. 

Many hatcheries, which complained 
of low hatchability in the eggs which 
they purchased from flock owners, he 
explained, learned that the reason for 
this condition was directly due to a 
lack of sufficient vitamins in the ration. 
He pointed out that Michigan chick 
men recently passed a resolution in- 
sisting that all poultrymen who furnish 
them with eggs feed cod liver oil. Sam- 
ples of the company’s product were on 
exhibit in large glass tubes. 


Cocks Crow for Nopco 


As the dealers and chick men stepped 
into the exhibit section of the audi- 
torium they were greeted by the clear 
clarion of a rooster. Upon investiga- 
tion they found two white leghorn 
cockerels posted as sentinels at the 
booth of the National Oil Products Co., 
Harrison, N. J. The birds glistened 
like newly polished silverware and they 
were a picture of vitality and aristoc- 
racy. 

“Nopco did it,” proudly proclaimed 
Vic Jay, Chicago, western sales man- 
ager, as he told the story about the 
cockerels while they crowed lustily. 
The birds were the property of the 
Rogers White Leghorn farm, Elgin, 
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Ill., a Nopco user. 

Mr. Jay pointed out that chick breed- 
ers all over the country were recog- 
nizing the importance of cod liver oil 
in poultry rations and reported that his 
company’s sales were rapidly mounting. 
Assisting Mr. Jay at the booth were 


G. W. Standish and Joe Wickins. The 
complete line of germicides, disinfect- 
ants and deodorants which the company 
recently introduced was prominently 
featured in the exhibit. 

Explains Merits of Shell 

Genial Bob Crawford, Oyster Shell 
Products Corp., St. Louis, Mo., had 
many visitors at his booth who were 
interested in learning more about the 
firm’s product. Mr. Crawford displayed 
samples of Pilot and Reef brand oyster 
shells as he explained the importance 
of shell in the feeding ration. The firm’s 
trade mark, done in silver on a blue 
background, shone conspicuously in the 
rear of the booth. 

W. E. (Bill) Stone, sales manager, 
Pearl Grit Corp., Piqua, Ohio, had a 
pleasant time relating experiences told 
him by a ranch owner from Arizona 
who spent more than an hour at his 
booth to gather information on poul- 
try raising, a field which he planned to 
enter as a sideline to the cattle busi- 
ness. 

“The poultry industry,” declared Mr. 
Stone, “is gaining a foothold even in 
the most remote sections of the United 
States. Feed dealers who devote their 
time and energy to this field will be 
amply repaid.” 

Advocates Cash Basis 

Everything from a complete ration to 
remedies and preventives for all types 
of poultry diseases were on display at 
the booth of the Pratt Food Co., Phila- 
delphia. P. O. Peterson, Madison, Wis., 
western sales manager, was in charge. 
He was assisted by T. A. Jennens, 
Rochester, Ind. 

“This year we are stressing more 
than ever among our dealers, the im- 
portance of operating on a cash basis,” 
Mr. Peterson said. ‘Credit is a risky 
proposition and many feed men have 
undermined their business by being too 
liberal with their customers. 

“We are also devoting more atten- 
tion to our service plan of assisting 
dealers in helping customers cull their 
flocks and in working out a proper feed- 
ing program. The poultry raiser who 
departs from a quality ration permits 
his flock to run down and it will take 
a long time to build it up to its former 
basis of production. Dealers should 
make a special effort to keep their cus- 
tomers on a proper feeding program.” 

Stress Oats in Ration 

Live specimens of hens’ showing 
the difference in size and weight when 
a ration with yellow corn as the only 
grain was fed, as compared to the same 
ration with oat meal replacing the corn, 
featured the exhibit of the Quaker Oats 
Co., Chicago. Dr. O. B. Kent, A. A. 
Dennerlein and Cleve Stout directed the 
activities at the booth. - The complete 
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line of Ful-O-Pep poultry feeds was 
on display.. 

Using the live specimens as examples 
members of the Quaker staff pointed 
cut the importance of using a combi- 
nation of grains with oat meal as the 
basic grain to obtain a ration well bal- 
anced in proteins and carbohydrates. 

“The flock owner who expects his 
chicks to develop well and to be in 
first class condition for the production 
cycle must pay particular attention to 
proper feeding,” said Doctor Kent. “The 
dealer should help him in selecting a 
ration that is properly balanced and 
contains all of the necessary elements 
for bodily development and egg pro- 
duction.” 

Purina Well Represented 

Visitors needed no second look at 
the checkerboard arrangement to con- 
vince them that Purina Mills, St. Louis, 
was represented 100 per cent at the 
convention. Among those to be found 
at the attractive booth were C. S. John- 
son, manager, poultry department; J. H. 
McAdams; J. H. Burrell; J. Frank 
Johnson and Joe E. Burger. 

“We are attempting to get dealers 
and hatcherymen to cooperate more 
closely,” declared Mr. McAdams. “There 
has been a noticeable lowering of the 
quality of eggs which hatcherymen are 
getting from their regular flock owners. 
We recently made a survey of 28 flock 
owners supplying a well-known hatchery 
and found that only one of them was 
feeding a well balanced mash. Dealers 
and hatcherymen must take it upon 
themselves to urge poultry raisers to 
feed their flocks properly. If the pres- 
ent trend continues, the poultry, hatch- 
ery and feed business will be seriously 
affected.” 

T. A. Faust, Yocum Faust, Ltd., Lon- 
don, Canada, was kept busy during the 
convention explaining the merits of 
Vita brand cod liver oil to his many 
callers. The chick meeting marked the 
beginning of his eighth anniversary in 
the business. 


REEVE HARDEN, Hamburg, N. J., 
well-known eastern feed dealer, changed 
his business to a cash basis July 1. Mr. 
Harden announced his plans during the 
business discussion at the  conclu- 
sion of the Eastern Federation of Feed 
Merchants convention held at Atlantic 


City, June 27 and 28. Many other deal- 


ers in the East are considering a sim- 
ilar change of policy. 


ELMIRA PRODUCE CO., Frank 
Polus, Thomas B. Buell and Leonard, 
Crossett & Riley lost warehouses in a 
severe fire which swept Elmira, Mich., 
July 11. Most of the owners have de- 
cided to rebuild. 


THEODORE NASH, 57, sales man- 
ager of the Hecker-Jones-Jewell Mill- 
ing Co., New York, died July 11. He 
had been connected with the milling 
industry for 23 years. 
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‘After the 
fertilizer business with 


Heil Dehydrated, Steriliz- 
ed Sheep Manure—here 
is a newcomer in the fer- 
tilizer market offering a 
double barrel sales appeal 
—Heil Sheep Manure is 
dehydrated and sterilized. 


Put up in 25, 50 and 100 
lb. water proof, odor 
proof bags—write at once 
for prices. 


Don't overlook the sales 
possibilities of Heil De- 
hydrated Alfalfa Meal— 
Dried and Bagged at the 
Heil Airdrier Dehydrat- 
ing Plant, Greenville, 
Miss. 


ADDRESS 


THE HEIL €o, 


3000 W. Montana Street 


MILWAUKEE 
WISCONSIN 


HEIL 
ed 


On Display for Baby Chick Men 


By Their Trademarks You Shall Know Them | 


PEAR, 4. 


J MARDEN -WILD, CORP: 


HLL 
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M. L. Barbeau, Treasurer 
S. Howes Co., Dies 


M. L. Barbeau, treasurer of the S. 
Howes Co., Inc., Silver Creek, N. Y., 
died suddenly Saturday afternoon, July 
30. His death was caused by an acute 
dilation of the heart and came as a 
great surprise to all his friends and 
associates for he was reported to have 
enjoyed his lunch Saturday noon. 


In addition to his executive duties, 
Mr. Barbeau handled the advertising of 
the S. Howes Co. for many years. He 
was the first machinery manufacturer 
to contract for regular advertising in 
The Feed Bag and his advertisements 
have been running in this publication 
every issue since March, 1926. 

The editor of The Feed Bag never 
met Mr. Barbeau but he was a good 
correspondent and through his letters 
we knew him as a friend. He seemed 
to take a personal interest in The Feed 
Bag and complimented it many times, 
ence writing: “You give your readers 
interesting and technical data of a well 
written character and so good it is a 
pity thousands more feed dealers are 
not acquainted with it.” 

About two years ago Mr. Barbeau 
became intensely interested in cubed 
and pellet feeds and did much to pro- 
mote the manufacture and merchandis- 
ing .of this type of ration, both through 
the sale of Sizer’s machines and_ his 


M. L. Barbeau 


articles on the subject which were pub- 
lished in all the feed and milling mag- 
azines of the country. Mr. Barbeau 
was well-known and respected as a 
keen student of the feed industry par- 
ticularly with reference to manufactur- 
ing problems and his death comes as 
a severe shock and personal loss to us 
all—D. K. S. 


ALL FEED SUPPLIES 
....at Attractive Prices 


ducts Co 


[] Peat Moss [] Corn 
Midds’ Flour Midds 
Linseed Meal 

Brewer’s Grains 


(] Staley’s Corn Gluten Feed—23% Protein 
1) Staley’s Corn Germ Meal—18% Protein 


C1] Staley’s Soy Bean Oil Meal—41% Protein 
Quality Concentrates—Straight or Mixed Cars 


(] Puritan Brand Crushed Oyster Shells 
“Big Chief” Meat Scraps—Over 50% Protein 


Manufactured in Milwaukee 
Best Quality—Uniform Low Fat Content 


(] Semi-Solid Buttermilk — Consolidated Pro- 


() Gunning’s Pure Norwegian Cod Liver Oil 
Oats 
(] Hominy Feed 
() Reground Oat Feed 

Malt Sprouts 


(] Bran 


Hay 


Use the Phone—Call Marquette 31 40 
»» Or Check Items on this Ad and Mail to 


Feed Men Should Help 


Farmers Prosper 

(Continued from Page Thirteen) 
just as confident that you are not going 
to admit being licked any more than 
the farmers are and I know that they 
are not going to give up without a 
strenuous fight. In the first place the 
entire world is facing a new economic 
condition, the like of which has never 
before been known. The World War, 
the panic of 1929 and the three year 
depression have thrown all of our for- 
mer yardsticks out of form. What we 
need is some new system of measuring 
values and services both for the farmer 
and the feed merchant. 

In the first place stop knocking the 
farm board and the other agencies that 
are working on the farm problem, un- 
less you have something to offer that 
is better. If you will only keep your 
heads and merchandise your feeds, you 
will never have a reason to fear the 
organized farmer, his cooperative or the 
farm board. 

I would suggest that you take the 
best from the coonerative program and 
incorporate it into your business and 
then if you are a feed merchant that 
is deserving a living from the feed busi- 
ness you will succeed in spite of the 
favors that it is alleged are being hand- 
ed out to the cooperatives. 


1700 ROOMS 
1700 BATHS 
FROM $3. 


DEUTSCH & SICKERT Co. 


Chamber of Commerce 


MILWAUKEE, WISCONSIN 


SHERMAN 
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HOME OF THE COLLEGE INN 
CHICAGO'S BRIGHTEST SPOT 


ing to Chicago’) 
Chicago's most interesting notel offers you 
unequalled luxury at low rates. In the heat © 
of Chicago Rialto with its brilliant night life- 
close to stores, offices and railroad stations. 
UNEQUALLED PAN 
CONVENIENT 
LOCATION 
and 1 
YOU CAN DRIVE 
GARAGE 


Aggressive Selling Plus Cash Basis 


Bring Profits to Bassett 


Feed Business Shows Increase in 1931 


N. BASSETT, 69, feed dealer at 

- Lena, Wis., increased his business 

15 per cent last year over the 
year previous which goes to prove that 
sound business policies, plus intensive 
merchandising will win out despite age 
and a depression. 

Mr. Bassett is decidedly an active 
man. To use his own terms, he believes 
that “push” is the greatest contribut- 
ing factor to the success of any busi- 
ness. To this quality, plus a love for 
work, and a policy of square dealing 
he attributes the success he has made 
in his 40-year career as a feed dealer. 

Keep Plugging Away 

“Since I entered the feed business in 
1890 1 have always put in 12 to 14 
hours per day in my business,” he de- 
clared with emphasis. “There is plenty 
to do in a feed business if you want to 
make it a profitable proposition and 
you can’t do things unless you are will- 
ing to put plenty of time in on the 
job. Every night I come down to the 
office and spend several hours looking 
over the results of the day's business 
and making plans for what we are go- 
ing to do the next day. And when 
the next day comes we lose no time in 
getting started, let me tell you. We 
are proud of being a progressive orga- 
nization and every man in our firm is 
a real hustler. That's why we've licked 
the depression instead of permitting it 
to lick us.” 

The feed end of Bassett’s business 
constitutes about 70 per cent of the 
volume, the remaining 30 per cent be- 
ing made up of flour and seed sales. 

Canvass for Sales 

“Last fall,’ Mr. Bassett said, “we 
found that the feed end of our business 
began to slump a little, so we started 
to canvass. We picked out our best 
accounts and sent one of our boys out 
to see these prospects. The results 
were very gratifying and enabled us 
to wind up the year in excellent shape. 
We are sold on the right kind of can- 
vassing. It not only brings in more 
business but gives you an idea of how 
you can dispose of a certain amount of 
feed which makes buying less of a risk. 
Canvassing perhaps can be overdone, 
but we believe that it has a definite 
place in the merchandising program of 
the feed dealer. 

“When you canvass you are often 
tipped off to the fact that certain friends 
of the prospects also need some feed, 
and this many times leads to sales. We 
contact all the big hatcheries and chick- 
en farms in this territory and secure 
much business through these sources. 
One account of this type supplies poul- 
try for many of the leading hotels and 


clubs in the state and is a fine customer 
of ours. Canvassing may result in the 
uncovering of many mere such _ pros- 
pects.” 

The firm has been operating on a 
cash basis for about two years. Com- 
menting on the plan, Mr. Bassett de- 


Mr. and Mrs. J. N. Bassett 


Mr. Bassett, although nearing his 70th 
birthday, is full of fire and thunder when it 
comes to selling feeds. His successful busi- 
ness is proof of his ‘‘youth.”’ 


clared that he was well satisfied with 
the way in which it has worked out. He 
said that at one time his firm had over 
$30,000 in book accounts. Under the 
cash basis plan of doing business the 
book problem has been almost entirely 
eliminated and goods are paid for 
promptly which makes it much easier 
for the firm to operate. Once a dealer 
is established upon a cash basis, he 
should experience no difficulty in con- 
tinuing to get as much if not more busi- 
ness than under a credit and cash policy, 
Mr. Bassett declared. 

For a number of years Mr. Bassett 
cperated an 80 acre farm at the same 
time that he conducted his feed busi- 
ness. This helped him to become fa- 
miliar with the problems of farmers. 
The farm was productive and returned 
Mr. Bassett a profit during the time 
he owned it. He telieves that any 
dealer who can operate a farm while 
conducting his own business will find 
that this is a decided asset in gaining 
good will and confidence. Farmers are 
more likely to take your word on farm- 
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ing problems in the latter case, he 
stated, than if you do not operate a 
farm. And many types of feed today 
are sold solely from the personal recom- 
mendation of the feed dealer, he said. 

Mr. Bassett is a firm believer in ad- 
vertising. He sends small circulars 
and folders regularly to customers and 
likely prospects. 

“Each time we get out circulars cost- 
ing us less than $25 or $30, we see 
many new faces aniong the boys buy- 
ing from us,” said Mr. Bassett. “Many 
of them come 20 or 30 miles just to buy 
because they were interested in some 
of the items we advertised. For a time 
we worked out a cooperative advertis- 
ing venture with a local general store 
in the form of a broadside. We were 
well satisfied with the results, but the 
general store wasn’t, so it was discon- 
tinued. 

Mr. Bassett says that about 2,000 

farmers are circularized over nine ru- 
ral routes and that he finds that this is 
a very good coverage of his territory. 
Repeated circularization of a list is cer- 
tain to help dig up the most likely 
prospects sooner or later. He believes 
that “one time” advertising is rarely 
successful in the feed business, because 
a farmer must get confidence in a dealer 
before he will begin to buy. Consistent 
advertising helps to impart such con- 
fidence, Mr. Bassett believes. 
’ One circular which was recently sent 
to farmers contained copy which gave 
farmers an idea of what the firm could 
do for them. 

“We are still leaders in the grain 
and feed business,” read part of the 
copy. “We buy anything farmers have 
to sell in the grain line, and can sell 
them anything they want in the feed 
and seed line. We specialize in poul- 
try feeds and mashes and dairy feeds. 
We have wheat, oats, barley, corn, buck- 
wheat, speltz, flax and peas in stock. 
Our seeds are all from well-known 
firms. We do feed grinding and do 
it right. Satisfaction guaranteed or 
your money refunded.” 

Stress Honest Dealing 

“No one can be in business for 40 
years without serving his customers in 
a satisfactory manner,” declared Mr. 
Bassett. “I have always tried to give 
everyone a square deal and rectify mis- 
takes, if possible, when I made them. 
I don’t believe there is a farmer in 
my territory who can say that he ever 
got the short end of the horn at Bas- 
sett’s.” 

There must be truth in his words, 
also truth and soundness in his mer- 
chandising policies in general for com- 
petitors are nil in Lena. Mr. Bassett 
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has: the town all to himself and it is a 
mighty good feed territory, too. Com- 
petitors simply couldn't last against this 
feed dealer who shoots square and who 
puts in lots of hours every day in his 
program of “Push, Progress and Per- 
spire.” 

“We do a mighty good seed business 
in this section,” Mr. Basset said, “and 
strange to say we do not get many 
orders for seed in advance. Judging 
from our seed volume of past years we 
are able to estimate quite accurately 
just about how much seed we will sell. 
Right before the season begins we tell 
our customers to check up on their 
seed needs, and inform us early enough 
and this usually results in everyone get- 
ting in their orders right at the begin- 
ning of the season. Due to the fact 
that we keep a large stock of seeds 
on hand we are able to take care of 
these orders on very short notice. This 
makes a hit with farmers because when 
they want seed, they WANT it. They 
don’t like delays.” 


Does Civic Work 

The office of the J. N. Bassett Co. is 
large and orderly and there are plenty 
of chairs in it for farmers to sit in and 
visit. On the walls are various bulle- 
tins and announcements pertaining to 
feeds, grain, farming and the like and 
farmers around Lena have formed the 
habit of inspecting these each time they 
come into Bassett’s office because they 
know they will find valuable informa- 
tion. Mr. Bassett always takes time to 
chat with his customers and is deeply 
interested in their affairs. In this way 
he not only makes good friends but 
good customers as well. 

It behooves every feed dealer, too, 
to become interested in civic affairs in 
his territory, Mr. Bassett believes. He 
has put in much gratis time serving 
his community and he gets real enjoy- 
ment out of it. 
sible for the establishing of a telephone 
line for his community, and also spon- 
sored a movement to establish a light- 
ing plant for the town. People in that 
territory know that Mr. Bassett is a 
progressive, conscientious citizen as 
well as an enterprising business man and 
this adds much to the joy of living. 
Rain or shine Mr. Bassett is always 
cheerful and considerate of those who 
work for him. His whole organiza- 
tion works with him 100 per cent to 
make the firm one of the best of its 
kind in that part of the state. 


J. P. HESSBURG, Hiawatha Grain 
Co., Minneapolis, is a busy man these 
days, dividing his time between business 
and politics. Mr. Hessburg is chair- 
man of the Hennepin county Demo- 
cratic committee. 


COMMANDER-LARABEE CORP., 
Minneapclis, held its annual picnic at 
the summer estate of Shreve Archer, 
July 14. The outing was attended by 
cfficials and employees of the Minne- 
apolis office and their guests. 
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He was partly respon-- 


Advises His Feed Customers 
To Help Oust Farm Board 


Jesse Brundige 


Mr. Brundige was elected president of the 
Ohio Grain, Mill & Feed Dealers association 
at the annual convention held in June. 


HEN Jesse Brundige, Kingston, 

Ohio, returned to his office as 

the newly elected president of 
the Ohio Grain, Mill & Feed Dealers 
association, he immediately decided to 
begin work right at home to abolish 
the federal farm board. On the reverse 
side of one of his mimeographed price 
circulars which he issues regularly to 
the trade he published an editorial urg- 
ing the farmers to go into a huddle 
with their congressmen and_ senators, 
and demand that they “abolish the farce 
which is destroying the economic struc- 
ture of rural America.” 

“Between now and the presidential 
election in November,” the editorial 
reads, “every farmer and his relative 
in this country should show interest 
and activity in national politics such as 
he has never shown before. It is now 
or never. 

“The farmer cannot be protected from 
assault by political highbinders who 
forced the agricultural marketing act on 
the country unless every one of you 
takes a hand in the fight. You cannot 
win the battle if you sit back and de- 
pend entirely upon somebody else. 

“In a few days congressmen and sen- 
ators will be home from Washington 
fixing up their political fences and pre- 
paring for the fall elections. This is 
your opportunity. Talk to them or to 
their appointed ‘spellbinders’ face to 
face and get your friends to do likewise. 
Nine out of ten farmers are just as 
much opposed te the agricultural mar- 
keting act as you are! 

“The politician's ear is always to the 
ground. When he hears the rumble of 
an approaching storm he flees to cover. 
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You and your friends can make him 
run to cover if you let him know what 
you think of the agricultural marketing 
act which has squandered half a billion 
of the public’s money and brought the 
American farmer to his present low 
estate. You can prevent the appropria- 
tion of another dollar to the farm board 
if you take off your coat and do your 
plain duty. 

“Abolish the farm board and in any 
event give it no more of the taxpayer’s 
hard-earned money. Let your congress- 
men and senators know just where you 
stand and commit them so that when 
they return to Washington they will 
go with a mandate from their district 
or state to get rid of this farce which 
is destroying the economic structure of 
rural America.” 

The editorial was accompanied by a 
chart showing how the prices of wheat 
staggered downward despite the regime 
of the federal farm board. 


OHIO 

Edward Hockman, partner in the 
Hocking Valley Feed Co., Logan, has 
bought the interest of Frank St. Clair 
in the business and his son, Clyde 
Hockman, will continue to be in charge. 

Hardware & Feed Supply Co., South 
Euclid, has opened for business. 

P. H. Harsha Milling Co., Ports- 
mouth, has taken over the business con- 
ducted at Seaman by J. W. Harsha un- 
der the name Harsha’s Exchange. 

J. R. Dutton has purchased the Dish- 
er mill, Mendon, and has completely 
remodeled the plant. 

Glen E. Cotterman has acquired the 
Swigert Milling Co., Gallipolis, and is 
installing new machinery including a 
feed grinder and mixer. 

L. R. Good & Sons, Arcadia, have 
expanded their feed department and in- 
stalled a vertical mixer. 

Fred Sutter and Lawrence Abberag 
have taken over the management of 
the Suffield Feed & Supply Co., Suffield. 


WISCONSIN 

H. J. and M. J. Raarup, Washburn, 
who have been connected with the 
Farmers Equity store during the past 
few years, announce that they are leav- 
ing the employ of the organization and 
opening a feed store of their own. 

McKercher Milling Co., Wisconsin 
Rapids, has overhauled its feed plant 
and installed additional machinery. 

L. W. Ash has purchased the Star 
Prairie feed mill, Star Prairie. 

Curran Feed & Produce Co., Menom- 
onie, has opened for business under the 
management of Tom M. Curran who 
recently bought out the Model feed 
store of that city. 

Green Bay Milling Co., Green Bay, 
recently opened for business under the 
management of Miss Dorothy Jacobs. 
The firm is operating the plant former- 
ly owned by the Green Bay Elevator 
Co., with which Miss Jacobs was as- 
sociated. 
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State Groups Take Over 
Cottonseed Program 


The Texas and Oklahoma cottonseed 
crushers associations have taken over the 
educational activities which were, until 
recently, conducted by the National 
Cottonseed Products association. A. L. 
Ward who was educational director for 
the national will continue in the same 
capacity for the new sponsors. He will 
also handle the general affairs of the 
Texas Cottonseed Crushers association 
and will maintain offices at 1141 Santa 
Fe building, Dallas. 

Purposes of the educational service 
are (1) to bring about a more complete 
understanding on the part of research 
workers and animal husbandry authori- 
ties of the various states and of the fed- 
eral government. 

(2) To encourage research work with 
cottonseed meal and hulls and to aid 
agriculture and livestock writers and 
the farm press in obtaining true facts 
regarding cottonseed meal and other 
cottonseed products. 

(3) To give farmers and _ livestock 
feeders, through the publication of bul- 
letins and press articles, correct infor- 
mation regarding the use of cottonseed 
meal and hulls in the rations of all 
classes of livestock. 

(4) To give to mixed feed manufac- 
turers facts regarding cottonseed meal 
which enable them to know how to 
combine cottonseed meal in their feed 
mixtures to obtain the maximum return 
for feeders. 

(5) To aid colleges and universities 
and other institutions in the promotion 
of a sound agricultural and livestock 
program for the Southwest. 

(6) To cooperate with farmers and 
livestock men and livestock organiza- 
tions in their efforts to better agricul- 
tural conditions, and to interpret to all 
farmers and agricultural and livestock 
organizations the true, cooperative spir- 
it of the cottonseed crushing industry. 


GUY V. DERING, Columbus, Wis., 
feed dealer, who died recently, will be 
honored by a memorial to be erected 
by the Amateur Trapshooters associa- 
tion, according to plans announced by 
the organization. Mr. Dering was one 
of the best known trapshooters in the 
country and held numerous champion- 
ships. 


AL LOIS, A. H.° Lois Feed Co., 
Bassett, is busy furnishing feed for a 
flock, of 1,000 turkeys which one of his 
customers is raising for the Thanks- 
giving season. 


L. S. MONTGOMERY has been ap- 
pointed southern sales manager for the 
Penick & Ford Sales Co., Cedar Rapids, 
Ia. He succeeds C. S. Hyde, who re- 
cently resigned. Mr. Montgomery’s 
headquarters will be at New Orleans 
and he will be assisted by M. J. Mar- 
tin, assistant sales manager. 


Everybody had a good time at the Janesville picnic. 
who were among those present. 
Otto Lukas, William Frank and Theodore Goetz. 
Victor Johnson and H. R. Peck. 


Left to right standing are L. C. E 


Above is a group of dealers who 
tngel, George Graham, 
In the lower row are Eugene Foley, 


Janesville Dealers Picnic 
Attracts Large Crowd 


NDER ideal summer skies mem- 

bers of the Retail Feed Dealers 

Association of Janesville and Vi- 
cinity, their wives, kiddies and guests 
gathered for their annual picnic July 
27 at Riverside park, Janesville. More 
than 125 persons participated in various 
field events and competed for prizes. 
The picnic was concluded with a sup- 
per on the river front. 

Features of the day were a tug of 
war with dealers from Jefferson county 
pitted against Rock county feed men, 
a baseball game between Doty’s mill 
and Graham’s feed store and the annual 
bridge tournament for the ladies. 

The tug of war was an epic battle. 
For ten minutes the Jefferson and Rock 
county huskies strained on the rope 
with neither side budging an inch. Spec- 
tators cheered loudly for their respec- 
tive teams. The Jefferson boys grad- 
ually outwore their opponents and the 
rope moved inch by inch over the line. 

The score marker for the baseball 
game used up several percils in keep- 
ing the tallies. Graham’s feed store 
nine trounced Doity's mill 52 to 13. 

First honors in the bridge tournament 
for ladies were won by Mrs. J. Mathie- 
son, Cambridge. Miss Helen Arthur, 
Janesville, took second prize. 

In the field events, Mrs. Henry 
Knopes, Janesville, received a prize for 
her skill in a water carrying race and 
Mrs. Ephraim Brunsvold outdistanced 
her rivals in the women’s potato race. 
Carl Rabbach, Watertown Cooperative 
Exchange, Watertown, won the men’s 
potato race. 

Mrs. Otto Lukas, Janesville, was gen- 
eral chairman of the picnic. She was 
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assisted by Mrs. Charles Arthur, Mrs. 


Harley Peck, Miss Virginia Graham, 
Miss Dorothy Porter, Mrs. Harold 
Green, Mrs. Margaret Moans. Mrs. 


Fred Porter, Mrs. George Graham, and 
Mrs. Ray Warner, all of Janesville. Ray 


Warner, Charles Arthur and Harold 
Green, Janesville, directed the men’s 
games. 


The association voted to hold another 
picnic next year and the time and place 
are to be selected at a later date. 


NEW GRAIN OUTLET 

A new market for surplus grain has 
been discovered by the New Richmond 
Roller Mills, New Richmond, Wis. 

The company has developed a sweep- 
ing compound that is composed of 80 
per cent oats and barley which is 
ground and mixed with oil. Several 
minor ingredients are also added. 

Two tons of the new compound have 
already been sold to a school and mar- 
kets are being established in Chicago, 
Detroit and the East. The question 
of shipping the compound throughout 
the country at grain rates is under the 
consideration of the interstate com- 
merce commission. 


A. S. HARLAND, president, Farm- 
ers Wholesale Co., Minneapolis, has re- 
turned to his offices after an extended 
trip through the New England states. 


ARCHER, DANIELS, MIDLAND 
Co., Minneapolis, announces the per- 
fection of a new lacquer linseed oil. It 
was developed in the company’s re- 
search laboratory at Lehigh university. 
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<a} ‘(All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. .....................20005 Gluten Feed 

VANDERSLICE-LYNDS CO., Milo and Kaffir 
FAIRMONT CREAMERY CO. -» Om Dried Buttermilk 
JOHN F. CRAIG & COMPANY, Blackstrap Molasses 
OYSTER SRELL PRODUCTS CO., Philadelphia. Oyster Shells 
THREE MINUTE CEREALS CO.. Cedar Rapids, Iowa.................... Oatfeed 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits «. These quality 
feeds are manufactured in our 
own mills. 


— WHEAT 
MIXED FEED 


—Wheat Low Grade Flour, Red Dog.’ 
Middlings, Bran, Screenings 
not exceeding mill run ‘of 


ST. PAUL, MINN. 


© Office 315 Corn Exchange 


MINNE 
tg APOLIS, MINN. A 


CAPITAL FLOUR MILLS, Inc. 


MINNEAPOLIS, MINN. 


2 NEW SUPERIOR DIAMOND 
Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 


A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S.A. 


Builders of the Diamond 
Ball-Bearing Attrition Mills 


Medium XX 
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INDIANA 


Billman Brothers, Shelbyville, have 
taken over the Dunreith elevator, Dun- 
reith. Feed, grain and coal will be 
handled. 

John H. Jackson has purchased the 
Richmond Roller Mills, Richmond, and 
will operate under the name Richmond 
Grain Co. 

Posey Seed & Feed Co., Mt. Vernon, 
has moved into larger quarters to ac- 
commodate its increasing business. Ed. 
Witernheimer is owner and manager. 

James L. Bashia, 53, manager of the 
Feed & Coal Co., Farmland, died July 
5 following a heart attack. 

Sellars Grain Co. has purchased the 
plant of the West Middleton Mill & 
Elevator Co., West Middleton. 

Lawson Williams has sold his eleva- 
tor and coal business at Buck Creek 
and Colburn to W. A. Ostrander, La- 
fayette. 

James Stephenson, Sedalia, has pur- 
chased the Sedalia elevator from James 
Lucas and will operate it in connection 
with his plant at Moran. 

Linton Mills, Linton, which have not 
been operated for the past four years, 
have been taken over and will be re- 
opened by the Indiana Farm Bureau. 

Goodrich Brothers Co. elevator, Red 
Key, was recently destroyed by fire. 

Marengo Milling Co., Marengo, has 
opened for business after being idle for 
the past two years. A new hammer 
mill, feed mixer and other equipment 
have been installed. 

Farmers Grain & Supply Co. has pur- 
chased the elevators of the Windfall 
Grain Co. at Nevada and Windfall. 


HOME OF WCCO STUDIOS 


NICOLLET 
“HOTEL - 


| 

the Gateway of 
MINNEAPOLIW 
| 

| 

| 

| 
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When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms. complete 
in every detail at exception- 
ally reasonable rates. at. 
ful beds. 


Moderately | priced Restau- 
e tant ated Coffee Shop. 


Three blocks from both 
depots. 

Tourist Bureau op- 
pos! 


W. B. CLARK, Mansa: 
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Varied Vitamin 


Content Found 


In Cod Liver O:ls 


UT of 128 commercial medicinal 

cod liver oil products analyzed 

by E. M. Nelson and Reed 
Walker, government chemists, Chicago, 
only 48 were found to contain the re- 
quired amounts of vitamins A and D. 
The analysts are employed by the pro- 
tein and nutritional division of the bu- 
reau of chemistry and_ soils, United 
States department of agriculture, and 
their reports were made to the Ameri- 
can Medical association, Chicago. 

The products analyzed included 42 
brands of cod liver oil, 29 brands of 
tablets, seven brands of capsules, 28 
liquid preparations, seven concentrates, 
five emulsions and ten miscellaneous 
products. 

Of the cod liver oils, 15 were samples 
of imports and the remaining were of 
different commercial brands. Some of 
the oils contained six times as much 
vitamin A as others. Five were shown 
to be adulterated with other fish liver 
oils. None of the adulterated oils was 
low in vitamin A, but all were low 
in vitamin D, ranging in potency from 
one-half to one-third of that of the stan- 
dard oil. Of the remaining 37 oils, 
only two showed a variation of 25 per 
cent in vitamin [D potency from the 
standard. 

Of the cod liver oil tablets, repre- 
senting 17 different brands, only two 
were found to contain therapeutic quan- 
tities of vitamins A and D in the doses 
prescribed. However, tablets which 
have come on the market recently are 
not covered in this report. 

Of seven brands of capsules, alleged 
to contain concentrates of cod liver oil, 
two were found to contain vitamins A 
and D in therapeutic quantities. The 
others did not contain vitamin A and 
contained small but not significant 
quantities of vitamin D. 

Of 28 samples of hydro-alcoholic pre- 
parations, alleged to contain cod liver 
oil concentrates or extracts, not one 
was found to contain the vitamins of 
cod liver oil in significant quantities. 

Of five emulsions tested, four con- 
tained vitamins A and D in the amount 
expected from the proportion of cod 
liver oil alleged to be used in the manu- 
facture of the product. One emulsion 
contained less than one-half as much 
vitamin A as would be expected from 
its formula. 

Of seven brands of concentrates, four 
contained vitamins A and D in such 
quantities that they could be legitimate- 
ly classed as concentrates. Three were 
found to be practically or wholly de- 
void of vitamin A and did not show 
more than one-tenth the vitamin D 
potency of cod liver oil. 

Findings in these tests emphasize the 
fact that feed manufacturers and deal- 
ers should depend for their source of 


cod liver oil supply only on reliable 
firms which dispense weil-known, ad- 
vertised brands. Since the fundamen- 
tal elements of medicinal and animal 
nutrition oils are the same, it is rea- 
sonable to assume that if so many pro- 
ducts fail to meet the standards in the 
medical field an equal number of dis- 
crepancies may be expected in the com- 
mercial. 


Dealers Protest Change 
In Feed Traffic 


A proposal to amend tariff schedules 
of New England lines to permit stop- 
off of carload freight for partial unload- 
ing of grain and grain products in pack- 
ages was vigorously opposed by ap- 
proximately 40 New England retail 
grain dealers and feed manufacturers at 
a hearing held July 19 before the New 
England Freight association at Boston. 

The issue came up, according to 
freight managers, because of representa- 
tions made to the Boston & Maine line 
that the amendment would be beneficial 
to farmers in the New England area 
and would bring additional traffic to 
the railroads. 

Dealers and feed manufacturers pres- 


ye inva! y 


' 


yA 


ent held that the proposal was a direct 
thrust at them. They maintained that 
competition in car door selling from 
entire cars at a given destination has 
seriously interfered with the business 
built up by the local dealers, and that 
permitting a car to be loaded for several 
consecutive stops would make the situa- 
tion still more serious because it would 
virtually set up a traveling retail store. 

It was further contended that the pro- 
posed change in the tariff schedule 
would not bring additional business to 
the railroads because it could not whet 
the appetites of the animals and make 
them consume more than the present 
shipments of feeds. Car door competi- 
tors, the dealers and manufacturers 
argued, would be the only ones to ben- 
efit. 

A representative of the Eastern States 
Farmers exchange, a cooperative, was 
the only one of the group of grain and 
feed men who spoke in favor of the 
change. 

The proposal was taken under ad- 
visement by the freight association. 


HETZEL MILLING CO., Delavan, 
Wis., is rebuilding its mill which was 
recently destroyed by fire. Operations 
are expected to be resumed about Au- 
gust 15. 


E. W. MEINTS, former manager of 
the Pekin Feed Co., Pekin, Ill, has 


opened a feed store at Sabella, Ill. 


Fence or No Fence 
They Know What They Like! 


All poultry rations should include liberal quantities of DAIRYLEA DRIED SKIM 
MILK. Also good in all rations for calves, poultry and swine. Carried by princi- 
pal feed merchants throughout eastern territory. 
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DAIRYLEA DRIED 


SKIM MILK 


MANUFACTURED AND DISTRIBUTED BY 


DAIBAMEN’S 


eaque 


CO-OPERATIVE ASSOCIATION, INC. 
11 WEST 42nd ST., NEW YORK CITY 
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Mutual Millers Voice Protest 
Against Farm Board 


ing taxation and government in- 
terference in business was voiced 
by members of the Mutual Millers & 
Feed Dealers association at the 17th an- 
nual convention held at Jamestown, N. 


objection to increas- 


Y., July 21 and 22. 
All of the officers, inciuding J. O. 
Doty, East Concord, N. Y., president; 


C. L. Zortman, Edinboro, Pa., vice 
president, and Louis Abbott, Hamburg, 
NX. Y., secretary and treasurer, were re- 
elected. 

Following a brief business session on 
the afternoon of the opening day of the 
convention, the group was treated to a 
boat ride on Chautauqua lake, returning 
in the evening to attend the annual 
banquet. Gerald A. Herrick, candidate 
for representative in congress from the 
43rd district of New York state, was 
the principal speaker. 

Mr. Herrick traced the growth of 
bureaucracy in government during the 
last 20 years and cited instances of how 
this movement contributed toward in- 
creased taxes, the present economic de- 
pression and the federal deficit. He 
denounced the federal farm board and 
declared that individuals and indepen- 
dent business firms should be assisted 


OO 
Today there’s a 


Great 
Farm Need 


for protein and mineral sup- 
plements .. . sell Armour’s 
Animal and Poultry Feeds 


Armour’s Meat and Bone Scraps 
A balanced ration of high feeding 
value. Not less than 50% esta. 
Armour’s Feeding Blood Meal 
An 80% Protein content extremely 
valuable in mixed feeds. 


Armour’s Special Steamed Bone 
Meal 

Guaranteed 65% B. P. of L. For 
mixture with other feed to build up 
bone structure. 


Armour’s Meat Meal Digester 
Tankage 
An appetizing, highly digestible, 


economical feed. Not less than 60% 
Protein. 


ARMOUR AND COMPANY 
Dept. C. 
Union Stock Yards Chicago, Il. 
Write or wire us for prices. 


Plants conveniently located to 
insure you prompt deliveries. 
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rather than handi- 
capped by the gov- 
ernnicnt. 

R. Foster Piper, 
member of the as- 
sembly, Buffalo, N. 
Y., opened the sec- 


“a ond day’s session 

\ with an address on 
legislation. He ad- 
vised members of 
the Mutual Millers 
J. O. Doty & Feed Dealers as- 


sociation to become personally acquaint- 
ed with their representatives in the state 
legislature and to make known to them 
their likes and dislikes on proposed 
laws. He said that if this plan were 
followed a legislator would be in a 
much better position to represent his 
constituents than he would if he were 
not familiar with the problems facing 
the various sections of the state. 
Frank Young, Alden, N. Y., chairman 
of the nominating committee, submitted 
the official slate following Mr. Piper’s 
talk and all of the officers of the asso- 
ciation were unanimously reelected. At 
the close of the meeting a resolution, 
recommending that the association go 
on record as supporting all candidates 


who were favorable toward legitimate 
business and opposed to government 
competition with private enterprise, 
was introduced by E. B. Dunbar, Little 
Valley, N. Y. It was unanimously 
adopted. 

The next meeting of the association 
will be held in January and plans for 
the event will be discussed by the board 
of directors at a conference to be held 
at an early date. 


WILLIAM H. DUNLAP, Jr., Can- 
onsburg, Pa., died July 3 at the age 
of 51 years. He was engaged in the 
wholesale feed business for many years. 


ILLINOIS 

Ralph Mboellring, proprietor of the 
Moellring feed mill, Clayton, was re- 
cently married to Miss _ Beatrice 
Vaughn. 

Hoke and Shively have purchased the 
feed and coal department of the IIli- 
opolis Grain Co. 

Central Food Mills Co., Highland, 
has been organized to operate the eleva- 
tor portion or the plant of the High- 
land Milling Co. Officers of the new 
concern are Ben R, Bauman, president; 
F. J. Malan, vice president; Charles 
Ulmet, secretary and Gottlieb Steiner, 
treasurer. 

A. Henderson has purchased the Far- 
mers Feed & Produce Co., St. Fran- 
cesville. 

Frankfort Grain Co., Frankfort, has 
installed complete equipment for the 
manufacture of chick feeds. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Shellbuilder 


is selected, bright in color, odor- 
less, perfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write for a sample (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 
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You should know about 
VITA BRAND 
20D LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


Sth Year on Market 


Biologically Tested on Chicks 
to Insure Vitamin ‘‘D”’ 


Chemically Tested for 


Vitamin ‘‘A”’ 
We have dealers in most States. Write 
for name of dealer nearest you. Some 


territories still open for representation. 


We are also producers of 


YOCUM YELLOW COD LIVER OIL 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 


‘Pioneers in Vitamin-tested Cod Liver Oils’”’ 


Good Neus! 


Pilot and Reef Brand 
Oyster Shells 


Reduced 


Now the Lowest Priced 
High Quality Shell 
On the Market 


per 
Ton 


Get Our Delivered Prices 


a Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
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FLOUR 

DAIRY FEEDS 
MILL FEEDS 
POULTRY FEEDS 


Car 


COTTONSEED MEAL 
SOYA BEAN MEAL 
GLUTEN MEAL 

OIL MEAL 

GRAIN 


“EXCELLENT SERVICE” 


ONE DRAFT — TO PAY 
ONE CAR — TO UNLOAD 


ISCONSIN MILLING CO. 


e 
Menomonie, Wisconsin 


The Burton Mixer 


Guaranteed 
an 


Self Cleaning 


NEW LOW PRICES 


ON NEW 1932 MODELS 


Burton Feed & Mixer Company 
17580 Monica Ave. Detroit, Mich. 


State Agencies Open For Well Established 
Business Houses 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 


Make a good investment now. Buy modern 
grist mill and feed business, operating on cash 
basis. Complete with Roscoe Huller, J-B 50 
HP Hammer Mill DC, truck scales, electric 
dump, bins, ete. Iowa town of 1500. Good 
reason for selling. Will sacrifice for cash. _In- 
vestigate. Address AL-81, c/o THE FEED 
BAG, 210 East Michigan street. Milwaukee, Wis. 


FEEDS AND FEEDING 


Latest complete illustrated edition of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Send check or money order with order to 
THE FEED BAG, Milwaukee, Wis. 


Wertz & Shaw Study 
Farmers’ Problems 


(Continued from Page Nine) 


fied advertisement which appears on 
the front page of the publication. Brief 
mention of the product is made and 
the price is listed. Display advertise- 
ments on extra special offers are occa- 
sionally used. A full page spread was 
utilized with success to announce the 
installation of a mixing department at 
the mili. 

Mr. Shaw’s two sons, Eugene and 
Elmer, assist their father and his part- 
ner in the business. They are on the 
job constantly and enjoy a wide ac- 
quaintance among the farmers. 

Mr. Wertz organized the business in 
1911. Two years later Mr. Shaw sold 
his farm and entered into the partner- 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND Oat GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


ship. A small warehouse served the 
two men at the outset but increased 
business soon necessitated expansion 
and now the Wertz & Shaw establish- 
ment covers two blocks. 

Two years ago a flour mill which 
was operated in connection with the 
feed department was abandoned. The 
entire setup of the mill and equipment 
was recently sold to Mark Brothers, 
Barhead, Alberta, Canada. It was dis- 
manffed and shipped to the Canadian 
town where it will be reconstructed. 

LYNN FEED STORE, Lynn, Wis., 
owned by Capelle & Sternitzky, was 
destroyed by fire July 18. The firm 
will rebuild. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


TRACE MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


ARMOUR & CO’S 


Select Quality 


MORRIS BRAND 


MEAT SCRAPS 
TANKAGE 
BONE MEAL 


Truck Loads or Car Loads 
So. St. Paul or Minneapolis 


Maney Bros, Mill & Elev. Co. 


MINNEAPOLIS, MINN. 


Exclusive Distributors 


Quality Does Count 


In tests completed at Madison—in which 
practically every Cod Liver Oil sold in the 
State was tested— 

NOPCO COD LIVER OIL used at a 
level of 144% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4% better than 
any other Oil at 1%. You can always de- 
upon Nopco—it is the best Cod Liver 

1 on the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of C ce 
Milwaukee 


Wisconsin 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS 


Mother ’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 
Puong 


LWAUKEE 
Broapway 1076 


Page Twenty-eight 


THE FEED BAG—AUGUST, 1932 


— 
§ 
_-- SS 
= 
— 


Federation Members Exchange 
Merchandising Ideas 


UMEROUS methods of increas- 

ing sales were revealed by mem- 

bers of the Eastern Federation 
of Feed Merchants at the business clinic 
held during the annual convention at 
Atlantic City, June 27 and 28. 

One of the dealers reported that he 
hired the manager of the local G. L. F. 
store who brought many of his custom- 
ers with him. 

Another, by coincidence, engaged a 
relative of his competitor who brought 
a large following of patrons. 

Several members reported that they 
made up for the decrease in their reg- 
ular business by handling sidelines. 

After losing a large volume of dairy 
feed business one of the dealers stocked 
a line of milk bottles and dairy sup- 
plies. These sidelines attracted the 
farmers back to the store and, besides 
returning a profit in themselves, helped 
to rebuild the regular trade. 

Baby chicks developed a profitable 
sideline for another feed merchant. He 
explained that it took three years to 
build up this department but last sea- 
son it produced a gross profit of $1,000. 

Another of the members who partici- 
pated in the business clinic advised his 
fellow dealers to carry a complete stock. 


M. G. Rankin & Co. 


GRAIN AND FEED 


Diamond Crystal Salt—Charcoal 
Crushed Oyster Shells 
Swift’s Digester Tankage and 
Meat Scraps 
Car Lots Ton Lots 


KEOKUK CORN GLUTEN FEED 


Chamber of Commerce Bldg. 
MILWAUKEE ... WISCONSIN 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


He explained that if a customer asked 
for something which he did not have 
he ordered the item for him and also 
an extra one for display in his store. 


Peat moss was also suggested as a 
profitable sideline. A house to house 
canvass conducted to explain why moss 
was valuable for flower gardens and 
shrubbery resulted in substantial sales 
for one of the dealers. 

Advertising was also discussed during 
the clinic. Many of the merchants re- 
ported satisfactory results from news 
sheets which they issued regularly to 
their customers and prospects. It was 
generally agreed that price should be 
mentioned in this form of advertising. 
Prepaid reply cards on which the cus- 
tomer could conveniently mark his 
needs were also cited as an effective 
means of getting business. 

Frequent use of the telephone and 
the establishment of trade routes to 
be covered regularly by a sales and serv- 
ice man were among the popular meth- 
ods mentioned for building sales. 

The business clinic was adopted re- 
cently as a feature of the federation 
convention and has been gaining in 
popularity every year. 


Dependable 


Western 
Alfalfa Meal 
for 


Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


Leet more of tits Healthful 


We're on 


Our Way— 


Hope to meetcha 
at 


MILWAUKEE 


Aug. 1 to 5 
Booth No. 81 


MARDEN: WILD Corp. 


512 Columbia St., - 
212 East Ohio St., 


Somerville, Mass. 
- Chicago, IIl. 
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Hagerman,NM. . 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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THE RIEBS CO. 


Mitchell Building Phone Daly 0336 


EUREKA 


FEED DRESSER 
FOR SCALPING 


molasses and dry dairy and stock feeds 
and poultry mashes. 


Powered by the famous Buhler Balanced Drive 

its sifting action is extraordinarily intensive 
A very highly recommended new machine. 
Compared with the ordinary reel, it handles 
a larger tonnage, does much better work, occu- 
pies less space, and is driven by 14 H. P. Motor. 


Write for details 


S. HOWES CO., INC. 
Silver Creek, N. Y. 


MILL MUTUAL INSURANCE 
IS 


Sound Insurance 


Mitlers Mutual! Fire Ins. Association 


Alton, 
852,755.09 
103,925.04 

ASSOCIATION 
of 


MILL’ AND ELEVATOR MUTUAL 
INSURANCE COMPANIES 


Mutual Fire Prevention Bureau 


230 East Ohio Street, Chicago 
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General Offices, MINNEAPOLIS, MINN. 
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Home of Health Products Corporation, manufa 


This is why you can | 
depend on CLO-TRATE | 


cturers of CLO-TRATE 


The best source of Vitamins A and D 
for your poultry 


LO-TRATE is manufactured by the 
Health Products Corporation of 
Newark, N. J., one of the foremost 

manufacturers of pharmaceutical special- 
ties in the country. While compara- 
tively new to the poultry field, this 
Company is outstandingly known in the 
drug field for its stability and the suc- 
cess of its products. Its care of manu- 
facture, backed by well-known scientists 
and the most modern of chemical and 
biological laboratories, has earned for it 
a reputation ot which it is justly proud. 


The Concentrate from which CLO- 
TRATE is made was produced after 
years of research in the development of 
White’s Cod Liver Oil Concentrate tab- 
lets. These tablets have the highest en- 


dorsement of the medical profession 
throughout the country and every drug- 
gist can tell you of their success as a 
newer and better means of providing 
the benefits of cod liver oil for human 
consumption. Their potency is assured 
by the most rigid and careful of bio- 
logical tests on every batch of the Con- 
centrate made. We guarantee that 
CLO-TRATE is made from the same 
tested Concentrate that is used in the 
manufacture of White’s Cod Liver Oil 
Concentrate tablets. 


CLO-TRATE furnishes an abundant 
supply of both Vitamin A and Vitamin 
D as found in cod liver oil; Vitamin Aso 
essential! for its disease-resisting, growth- 
promoting properties, and Vitamin D to 


feed 


build strong bones and prevent leg weak- 
ness. More important still, it supplies 
an abundance of these vitamins with a 
minimum of fats. It thus eliminates the 
danger of excess fats and insures better 
utilization of the vitamins. 


It is the most economical source of these 
all-essential vitamins and mixes readily 
with any feed. In a word, it has all the 
advantages of straight cod liver oil with- 
out its disadvantages. CLO-TRATE- 
mixed feeds are far superior to those 
feeds to which Vitamin D alone has been 
added and which depend only upon their 
basic ingredients for their supply of Vi- 
tamin A. 


Write today to the office nearest you 
for further information and quotations. 


HEALTH PRODUCTS CORPORATION 


CONCENTRATED COD LIVER OIL 


Manufacturers of Pharmaceutical Specialties 


113 North 13th Street, Newark, N. J. 


Reg. U. S. Pat. Off. 


323 West Polk Street, Chicago, IIl. 


CLO-TRATE 


| 


People are weighing values these days. 
Price is no longer the primary consideration 
and, with the importance of value steadily 
increasing, the supremacy of King Midas 

flour stands out more than ever. 


The housewife who uses King Midas 
knows she is getting her money’s worth be- 
cause she cannot buy a better flour. The 

dealer likes to handle King Midas because he 
knows it is not subject to ruthless price cut- 
ting competition so that he can always se- 
cure a reasonable profit and depend on build- 
ing up volume repeat business. 


TICHIGHEST PRICED LOORIN 
AMD WORTH ALLIT COSTS 


With value that counts—King Midas al- 
ways pleases the housewife and King Midas 
policy always protects the dealer. 


Guaranteed 
Made only in Minnesota 
The great flour state 


KING MIDAS MILL CO. 
MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


counts 


